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VICTOR "MOLY" 


_..the most profitable 







hack saw on the 


naked 42) ee 





HAND “\ , POWER 


MOLYBDENUM HACK SAWS 


Heavy Duty — Extra Value 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 











dvantages 


that only 


Goodyear 


istributors 


can have / 


Besines having the great ad- 
vantage of offering products that 
bear the world-known brands of 
“the greatest name in rubber,” 
the Goodyear Mechanical Rubber 
(,00ds Distributor has many other 
special advantages that make for 
increased sales and profits. 


The line of Goodyear Mechani- 
cal Rubber Goods, for one thing, 
is not only complete as regards 
high quality products for stand- 
ard industrial uses —it includes 
many specialties developed and 
supplied exclusively by Goodyear. 


Belts, for example: Goodyear 
builds not only a complete qual- 
ity line of transmission, conveyor 
and elevator belts, each specified 
to its proper use by the G. T. M. 
—Goodyear Technical Man—but 
also has for special duty such 
Goodyear-developed belts as 
‘THOR, seamless, for fast, severe 
drives, COMPASS (Cord) for 


SS 
~__— 


MW, 


Vitne » 
pvr 


\Ws 





@& 


textile mill duty, and Emerald 
Cord V for short-center drives. 


Same way with hose: there is 
Goodyear Air Hose, Water Hose, 
Steam Hose for standard pur- 
poses, and exclusively Goodvear, 
Style M Paper Machine Hose for 
paper mills, Style M Jetting Hose 
for general contractors’ service, 
Creamery Hose, White Sanitary 
Hose for canneries and packing 
plants. 

These and many other exclusive 
Goodyear items broaden the Good- 
year Mechanical Rubber Goods 
Distributor’s opportunity to sell 
more and to make more profits. 

Further, he is vigorously and 
continuously supported by Good- 
year advertising in both national 


and key publications — by Good- 
year sales-promotional Business 
Building Helps—and by the sci- 
entific sales-service work of the 
(..T.M.—Goodyear Technical Man. 


Famous products, specialized 


products, and a steady policy of 


helpful support, all are special 
advantages that make better, more 
profitable business for the Good- 
year Mechanical Rubber Goods 
Distributor. 


There may be an opportunity 
to obtain a Goodyear Mechan- 
ical Rubber Goods Distribu- 
torship. Why not investigate? 
Address Goodyear, Akron, O., 
or los Angeles, California. 




















IN RUBBER 
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SEND FOR THIS NOW 


MR. A. W. ROBERTSON, Chairman 
Committee on Industrial Rehabilitation 
435 Seventh Avenue 

Pittsburgh, Pa. 








Please send me without charge......copies of 
the material you recommend for use by our 
salemen— 


\ om parts have been stripped 


C) Booklet——*‘Rehabilitation — What's in it for 


Book from other machines . . . 


(CD Check Sheet for Equipment Study 


SAN, Re APNEA! ETO a 


C) * Rehabilitation —— Where They’re Doing It” 
List 


Where equipment has_ been 


We want to get our share of the business the 
committee is stirring up. This will provide 
enough for all our salesmen. 


robbed from other departments 


. . there lies your immediate 





Cut out this coupon#nd mail it in. 


FOR YOUR SALESMEN Market . . . .. . 


en expediency has ruled so 
long, and neglect has made such 
inroads on economy, almost every 
factory today is wasting money even 
on the present volume of production. 
Yet management is more sensitive to 
savings under present conditions than 
in normal times. 


Here is a new approach, therefore, to 
immediate markets. Stop asking men 
to spend money. Show them where 
they can save it, by substituting 
more efficient, modern equipment for 
patched up obsolete machinery, Hang 
your proposition on economy. Tie 
your selling to modernization. 


The Committee on Industrial Reha- 
bilitation has thrown the spotlight on 
this opportunity. Already actual local 
commitments total more than $155,- 
000,000 in equipment and materials. 
And somebody is getting the orders. 


Tune your advertising and selling 
into this moving theme. It can be 
done. Send the coupon for Booklets, 
Check Sheets and the “Where 
They’re Doing It” Lists and have your 
salesmen use them. They will be sent 
in any reasonable quantity without 
charge or in larger quantities, at cost. 


Write for them today. 


et a ee 
. 





COMMITTEE ON INDUSTRIAL REHABILITATION 


A. W. ROBERTSON, Chairman 
435 Seventh Avenue, Pittsburgh, Pa. 

















HE Committee on Industrial Rehabilitation was estab- cost reduction, and by creating employment and stimulating 

lished last August as a national effort to promote the business. Local committees are at work over the entire coun- 

repair and re-equipment of factories, warehouses and large try and already commitments for more than $155,000,000 
buildings, where such improvements will bring benefit through worth of rehabilitation work have been reported. 
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In the April issue of “Mill Supplies" we will begin 
the publication of a series of two-page inserts fea- 
turing interesting installations of Dodge equipment 
which have been sold by our distributors and have 
made outstanding performance records. In addi- 
tion to these installations, we will show application 
charts applying to various industries showing where 
Dodge transmission appliances may be installed to 
advantage and why. 


This service will enable Dodge distributors to plan 
their sales effort on power transmission definitely 
and specifically so that the fullest advantage may 
be taken of the thousands of sales opportunities 
existing in industrial plants for the profitable appli- 
cation of Dodge equipment. 


Many months of field research and product analy- 
sis, involving a substantial expenditure, have been 
necessary in order to make this information avail- 
able to our distributors. 


This new service, which will be inaugurated next 
month, is justified by the increasing importance of 
power transmission in industry and by our belief in 
the economic soundness and effectiveness of the 
distribution of Dodge transmission through quali- 
fied mill supply and machinery dealers. 


DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA 
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Show a valve user the deeper stuffing box in a Figure 
106-A Jenkins Standard Bronze Globe Valve. You'll 
get his interest. For a valve user knows that the extra 
quantity of packing makes a tight joint around the 
spindle without excessive friction. Also he knows that 
the valve will go for a longer time without repacking. 
Then go further. Show your customer the four other 
points in a Figure 106-A where Jenkins has put unique 


as a deeper stuffing box 
that holds an extra quantity 


of packing ... easy to keep it tight 





time and money saving features. That’s all you need to 
do to sell Jenkins Standard Bronze Globe Valves. For 
valve users want such features and only a Figure 106-A 
offers all of them. 


JENKINS BROS., 80 white st., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, Mass.; 133 No. Seventh 
St., Philadelphia, Pa.; €46 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, Eng. 










REPACKED 
UNDER PRESSURE 


When this valve is 
wide open, the bev- 
eled collar on the 
spindle makes a 
strong tight joint 
with the beveled sur- 
face on the bonnet, 
so that the valve can 
be repacked under 
pressure. 





Check the 5 Time and Money Saving Points/ 





EXTRA DEEP STUFFING BOX 


Holds a large quantity of packing, com- 
pressed by follower, requiring less renewal 
and providing extra protection against leak- 
age around the spindle. 


MORE SPINDLE THREADS IN CONTACT 
WITH BONNET 


More spindle threads in contact with the 
mnet provides longer wear and more ser- 

vice. On this point, too, Jenkins design 

excels. Note, also the clean cut threads. 








ONE-PIECE SCREW-OVER BONNET 


A bonnet of exceptional strength! The solid 
one-piece construction permits ease in taking 
off and replacing the bonnet over and over 
again without danger of distorting or spring- 








ing it. 





SLIP-ON STAY-ON DISC HOLDER 


‘This is an exclusive Jenkins advantage. Open 
che spindle merely a turn or so, and you can 
take off the bonnet without the disc holder 
falling off the spindle. 











JENKINS RENEWABLE DISC 


Of a resilient composition, the disc forms 4 
perfect contact with the valve seat, and pro- 
vides a leak-tight closing. It is specially com- 
pounded for the service. Easily and quickly 








renewed. 


Jenkins 
VALVES 


Since 1864 


~ 
with the “Diamond” 
Jr Goes 


Always marked 




















OT TS EL A I i LS OS 
Re 
‘ 





? UMI 








d. 


UMI 


MILL SUPPLI 





With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 


VOLUME XXIII 


MARCH, 1933 


NUMBER 3 











The Trend of Supply Sales 













ee ee 


S INDICATOR 





——————————— 








INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR JANUARY 
100 = Average Monthly Sales, 1923—1925. 


January Sales lower than December. Middle West gains a little. 
Other territories lose. 


preg estimates made on January 15, 
which indicated that industrial supply 
sales for January would hold their own as 
compared with December a compilation of 
final reports shoves the Sales Indicator to its 
fourth new low in as many months. Although 
the drop was not as large as that taken in 
lecember, the end of January finds the Indi- 
cator at 36, as compared with 38.2 for Decem- 
ber sales. 

Losses were sustained in all territories ex- 
cept the Middle West, where a gain of about 
five points was registered. The eastern terri- 
tory continued to fall off, while the South 
dropped considerably, although the latter sec- 
tion still remains far out in front when com- 
pared with the rest of the country. The west- 
ern territory continued its slide to a new low 
level and the Pacific Coast group fell well 
below 40% for the first time. 

Notwithstanding the terrific losses in vol- 
ume which have been experienced by distrib- 
utors in all sections, data gathered for MILL 
SuppLigs’ Verified List of Industrial Distrib- 
utors as of January 1, shows a remarkably 
small mortality rate in the industry. This is 
MARCH, 1933 


an encouraging sign and a tribute to the 
courage and energy of distributors who have 
been forced to cope with conditions worse 
than any within the memory of the present 
generation. 


EPORTS from distributors based on 

sales for the first 15 days of February 
and estimates for the remainder of the month 
indicate that in all probability a fifth new low 
will be reached when February sales are fi- 
nally computed. Some slight gain is looked for 
in the East and South but the banking: situ- 
ation in the Middle West will probably carry 
that section below its December level. Little 
change is looked for in the West and Pacific 
Coast groups. 

In spite of the bad economic situation and 
the short month, a few distributors, scattered 
about in all territories, are looking for size- 
able increases, some of them as much as 
100%. The outlook for the first quarter, while 
not particularly cheering, still holds some few 
signs of hope. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 42. 
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Pumping paint into mixing tanks. 


There’s a Pro 







































Locating Trouble in a 
Pump I nstallation 


1. When no liquid is delivered, either the 
pump is not wetted, suction lift is too 
high, or it is rotating in the wrong direc- 
tion. 

2. When not enough liquid is being deliv- 
ered, there may be air leaks in the suc- 
tion pipe or stuffing box, speed may be 
too slow, suction lift too high, too much 
suction head for hot liquids, foot valve 
or end of suction pipe may not be im- 
mersed deeply enough, foot valve may 
be too small or obstructed, piping im- 
properly installed, pump damaged or 
badly worn, or packing defective. 

3. When the pump delivers for awhile and 
then quits, there may be leaky suction 
lines, suction lift too high, air or gases 
in the liquid, or the pump may be cut 
out by sand or other abrasive in the 
liquid. 

4. When the pump takes too much power, 
the speed is too high, liquid heavier or 
more viscous than water, suction or dis- 
charge line obstructed, shaft bent, ro- 
tating element binding, stuffing boxes too 
tight, or pump or coupling out of align- 
ment. 
















table Market 


for Selling 
Rotary Pumps 


Where to look for business on 
rotaries and how to go about 
getting it 





Handling lubricating oil with a rotary pump which is serv- 
ing as a hydraulic power unit on a hydraulic stoker. 





Two bronze pumping units, motor equipped, installed in 
Pittsburgh County Building, for boiler circulating serv‘ce. 
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Sales and Service Pointers 


1. Find out whether the liquid to be pumped is 
clean or if it will contain grit. 





2. If liquid to be pumped is other than water, 
viscosity and temperature information is im- 
portant. 


3. With reference to discharge pressure, if liquids 
are syrups, secure full data on the piping lay- 
out, including the size of the pipe, number of 
valves, number of elbows, and the vertical lift 
of the pipe lines. 


ee OR RE 





A font ge ele te 0 lh eee hee. 4. Find out whether pump is to be run continu- 
One motor is driving all the pumps. ously or intermittently. 

5. Caution your customers to watch the lubrica- 

tion of the pump, and advise the use of a good 
grade of lubricating oil. 


ee 


6. Make sure your customer operates the pump 
under conditions for which it was built. 


7. Advise your customer to check before working 


his pump to see that it is operating in the right 
direction. 





8. Locate the pump in an accessible place so that 
it can be inspected during operation. 

9. Place the pump as near as possible to the 
liquid supply so as to make the suction pipe 
short and direct. 
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11. If pump does not discharge liquid after oper- 
ating a minute, stop and prime it by pouring 
some of the liquid into the discharge opening 
of the pump. 


Pump must -be level and properly lined up. 


12. To protect the pump from being clogged with 
foreign matter, a strainer should be installed. 
} 13. Rotary pumps are adapted to installations 


where pumps can be placed not more than 25 
feet vertical distance from the supply. 





14. Rotary pumps are designed for pumping all 
clean liquids. 





Handling carbon tetrachloride with a rotary in- 
stalled on dry cleaning equipment. 

















The Market for Rotary Pumps 


INDUSTRIES | A | INDUSTRIES A| 





























B B 

Steam Railroads | @ | Beverages Sa 
Electric Railways | @] Smelting & Refining | 
Marine | Blast Furnaces 

; Aviation Machine Shops & 
Electric Light & Power Plants @ | Foundries . e 
Gas Plants & Mechanical Machinery | 
Water Works & Filtration | Electrical Mach. & Equipt. 
Highway Depts. | Automotive 
River, Harbor & Canal Comm. Shipbuilding & Dry Docks . 
Misc. Mines Railroad Repair Shops se 
Petroleum & Gas Wells Forge Shops _ ® 
Plumbing & Heating Construction 7. = Enameling & 
Road Construction | Cotton Manufactures 

i Hospitals | Knit Goods 
Steam Laundries @) Silk Manufacturers 
Cleaning & Dyeing Plants $ Woolen Mills 
Chemicals and Drugs Rayon Mills . 
Ceramics, Brick & Tile @ | Other Textile Industries 
Coke & Mig. Gas $ Logging Camps & Saw Mills 
Fertilizers | Furniture Factories 
Gelatine, Glue & Soap e Box Factories 
Sugar Mills \@ Clothing - 
Canning & Preserving i$ Shoe Factories 
Dairies, Ice Cream & Cheese | | Paper Products 
A—OUTSTANDING MARKETS B—GOOD MARKET Handling fuel oil in a chemical plant with 

two motorized units. 
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Alcohol 

Asphalt 

Benzine 
Bilgewater 
Bleaches 

Boiler Compound 
Brine 
Catsup 

Chemicals 
Chocolate 
Coconut Oil 
Cotton Seed Oil 
Creosote Oil 
Cutting Compounds 
Dairy Products 
Disinfectants 


What Rotaries Will Pump 


Distillate 
Drugs 

Dyes 
Essential Oils 
Foam Solution 
Fruit Syrups 
Fuel Oil 
Gasoline 
Glucose 

Glue 

Grease Fat 
Hot Lard 
Hot Oils 

Ink 

Kerosene 
Lacquer 


Linseed Oil 


Lubricating Oils 


Mayonnaise 


Mineral Seal Oil 


Molasses 
Naphtha 

Olive Oil 
Paints 

Peanut Butter 
Perfumes 
Petroleum 
Printing Inks 
Quenching Oils 
Road Oil 
Rubber Cement 
Shellac 


Sizing 

Soap 

Soda, Silicate 
Soup 

Spray Mixture 
Syrups 
Tanning Liquors 
Tar Oil 
Tarvia 
Tomatoes 
Turpentine 
Varnish 
Vegetable Oils 
Vinegar 
Water 














A direct-connected rotary pump washing 
continuous conveyor to clean it after each 
dip in a porcelain enameling plant. 








v 


Mixing lubricating oils in a blending plant. 
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Where and How to Sell 
Portable Electric Saws 





The industries that use portable electric saws, the applications of the tool 
in these industries and helpful sales and service hints on the product are 
included in this article 


pe le. | 


CUTTING FLAT SHEET SOFT LEAD 


Right: The needs of lead users are so diversi- 
fied that it is impossible to produce, with the 
equipment used by lead manufacturers, the de- 
sired sizes for each order. Lead is therefore run 
off in large, flat sheets and cut to size by means of 
the portable electric saw. Lead varying in thick- 
ness from 4-inch to 4-inches thick can be cut 
rapidly in this manner. This is a very restricted 
market, but an easy one to sell, due to the definite 
savings assured by use of the portable saw. 


CUTTING TRANSITE 

Left: A portable electric saw, equipped with an 
abrasive disc, makes a clean cut in transite, tile, 
asbestos, slate and marble. Transite is manu- 
factured in such large sheets that it is incon- 
venient to take the sheets to the table saw or band 
saw. The portable saw, being light in weight, is 
— readily adaptable to this work. 














Portable Electric Saw Applications 








1. Building, opening and resizing boxes and crates. 13. Cutting paper rolls and tinfoil. 
2. Repairing worn floors. 14. Cutting shoring for mines. 
3. Building benches, shelving, partitions, platforms, trays and 15. Gaining and ripping telegraph poles. 
ladders. 16. Installing heaters, ventilators and warm air registers. 
; 4. Repairing trucks and trailers. 17. Making signs and theatrical scenery, regrading check blanks 
5. Sawing off boards on roofs of buildings and cars. in lumber yards and cutting out dimension lumber. 
| 6. Sawing meat. 18. Bracing and blocking freight car shipments. 
t 7. Cutting slate, marble, tile, cork, linoleums, asbestos, transite, 19. Cutting flooring, roofing, sheathing, studs, joints, hip and 
limestone, sandstone, terra cotta, concrete, cinder block, jack rafters. 
slate, gypsum and wallboard. 20. Making concrete forms for beams and columns. 
8. Cutting switchboard panels. 21. Trimming doors and sash. 
9. Grooving ice cakes to measure. 22. Tuck pointing for brick walls. 
10. Building and repairing store fixtures, truck and automobile 23. Grooving for weather stripping. 
bodies, box cars, boats and ships. 24. Cutting lagging, shoring, ridges, scaffolding, cleats, girders, 
11. Manufacturing sash and doors, wooden tanks, vats and flasks. perlins, bridging, sleepers, sills, stair stringers, stair risers, 
12. Cutting and stripping lead covered cable, copper coils, and stair treads, wainscoting and base-boards. 
wire rope. 25. Channelling ceilings for conduits. 
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Pertinent Sales 


and Service Pointers 


1. In ripping, the portable electric saw is 
three times as fast as hand saws; for cross- 
cut work six times as fast. 

2. Electric saws will cut wood, non-ferrous 
metal, slate, transite, marble, asbestos, tile 
and porcelain. 

3. You can sell more portable electric saws 
by demonstrating. 

4. Make sure your customers keep their saw 
blades sharp. 

5. Remind your customers to keep their tools 
clean. 

6. Tools should be inspected periodically and 
grease added when needed. 

7. Brushes should be replaced when two- 








thirds worn. 











TRIMMING SIDINGS 

Considerable wood cutting is encountered in truck body 
building plants and as it is practically all odd shaped 
material, due to the fact that trucks are individually built 
to customers’ requirements, a portable saw is put to 
good use. Here one is being used to trim down the 
siding to a required measurement. To the left in the 
picture is shown a piece of cork with grooves at inter- 
vals in the length. This cork is used for insulation pur- 
poses and is grooved to permit contraction under heat 
and cold. 

For the grooving of cork, grooving blades are used in 
connection with the portable electric saw and the desired 
width can be secured up to %-inch on the smaller ma- 
chines and up to 4-inches on the larger ones. 





GROOVING SHELVING 
Changing plant layouts to accommodate new machinery 
or new items to be manufactured, requires considerable 


wood cutting. Here, a portable electric. saw is shown 
grooving shelving in the building of bins. A grooving 
blade in the width of groove required can be obtained 
so that only one cut is required for each groove. No 
chiseling is necessary when grooving blades are used. 
The carpenter maintenance man of a plant is usually the 
proper one to contact in selling portable electric saws 
for this particular type of work. 
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CUTTING UPRIGHTS TO SIZE 
Countless portable electric saw applications are en- 
countered in the rebuilding of flat-cars and box-cars. 
The tool is used for trimming off roofing after laying 
on box-cars, cutting out worn flooring and replacing 
siding boards. Uprights on flat-cars are often so dam- 
aged that they require replacement and are cut to size 
with portable saws. In unusually damp climates the 
floors of these open cars become warped and worn 
after a short time. It is often necessary to cut out some 
of these boards and in a good many cases entire flooring 
is torn up, new bracings put in and a new floor laid. 
The portable electric saw is an important time saver on 
this work. 

An interesting point about selling this market is that 
only the larger or greater depth of cut machines are 
bought, representing high unit value with a good profit. 





TRIMMING SPLINTERED EDGES 
A portable electric saw being used to trim off splintered 
edges on stationary skids used in printing and litho- 
graphing plants. Paper rolling mills are also prospects 
for this same work. Many other industries, using either 
permanent or wheeled skids, often find it necessary to 
trim off edges that have become rough from usage. 
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The Market for Portable Electric Saws 





Industries 
Steam_ Railroads 
Electric Railways 
Marine 
Aviation—Manufacturing 


State, City & County Inst. 
Government Institutions 
Highway Depts. 


Coal Mines 
Metal Mines 
Misc. Mines 
General Construction 


Dredging Construction 
Hospitals 

Chemicals and Drugs 
Ceramics, Brick & Tile 
Glass 

Sugar Mills 

Canning & Preserving 


HANDY REPAIR TOOL 
Every factory maintenance department 


Beverages 


Electric Light & Power Plants 


River, Harbor & Canal Comm. 


Railway Construction, Bridge 


Dairies, Ice Cream & Cheese 





needs a portable saw. Prompt and speedy 


A—OUTSTANDING MARKETS 


| 
| 





ee > 











Industries 


Mechanical Machinery 
Electrical Mach. & Eqpt. 
Automotive 

Shipbuilding & Dry Docks 
Railroad Repair Shops 
Cotton Manufacturers 
Knit Goods 

Silk Manufacturers 
Woolen Mills 

Rayon Mills 

Other Textile Industries 
Logging Camps & Saw Mills 
Independent Planing Mills 
Furniture Factories 

Sash & Door Mills 

Other Wood Industries 
Clothing 

Shoe Factories 

Other Leather Products 
Concrete Products 

Marble & Stonework 
Paper Products 

Tobacco 


B—GOOD MARKETS 





repairs save money by reducing shut- 





down time to a minimum. 


GROOVING LUMBER 

In the building of vats, various depths and widths of 
grooves are required. Normally this work is done on 
a table saw by first making two cuts and then chiseling 
out. The portable electric hand saw, equipped with 
grooving blades, is easily adapted to this application at 
a very definite saving. Salesmen should bear in mind 
that the brewing industry will require untold numbers 
of vats for the making of real beer. Vat manufacturers 
will secure this business and they are good saw pros- 
pects. As these grooves in vats are as wide as 4-inches 
and as deep as l-inch, it is important that the larger 
saws, with heavier horse-power rating, be used. 


CUTTING VENEER LOGS 

Here a portable electric saw is shown cutting down the 
center of a veneer log prior to the cutting of the log to 
veneer thickness. A portable electric hand saw is the 
easiest and best known method to do this job. The logs 
are usually of large diameter and are always water 
soaked prior to the planing application. It is practically 
impossible to take them to a table saw without means 
of a large overhead crane. The portable electric hand 
saw can be plugged into the nearest electric outlet and 
run right over the top of the log. The operation is 
repeated until the log has been entirely planed. This 
is an excellent market yet one that has been almost en- 
tirely overlooked by the industrial supply salesman. 


TRIMMING BOAT BOTTOMS 

For trimming boat bottoms to fit, the portable saw 
is used with a planer type blade, thus eliminating en- 
tirely the use of the plane and sand paper. It leaves 
a cut that is smooth, even and accurate. Innumerable 
uses are to be found for a portable saw in the boating 
industry. For reclaim work, usually done in the spring 
months of the year, it is indispensable for cutting out 
the worn pieces of flooring and upper decks. It is also 
suitable for trimming down the replacing lumber. This 
market for portable electric saws has never been worked 
to any extent and should be a virgin one. 
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Facts That Will Help Sell More 
Grinding Wheels 


Crankshaft grinding in the automotive industry. 











The Market for Grinding Wheels 


Industries 
Steam Railroads 
Electric Railways 
Marine 
Aviation 
Government Institutions 
Ceramics, Brick and Tile 
Glass 
Machine Shops 
Foundries 
Mechanical Machinery 
Electrical Mach. & Equipment 
Automotive 
Shipbuilding & Dry Docks 


Brass, Bronze & Copper Working 


A—OUTSTANDING MARKETS 
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Industries 
Railroad Repair Shops 
Forge Shops 
Stamping & Enameling 
Logging Camps & Saw Mills 
Independent Planing Mills 
Furniture Factories 
Box Factories 
Sash & Door Mills 
Other Wood Industries 
Shoe Factories 
Other Leather Products 
Marble & Stonework 
Paper Products 
Tobacco 


B—GOOD MARKETS 
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Snagging small castings. 





Where to look for grinding 

wheel business, how to choose the 

right wheel for the job at hand 

and suggestions for aiding cus- 

tomers to secure the best service 

from their wheels are points 
discussed here 





Snagging steel castings. 





Grinding in the tool room. 
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Coping marble. 











Consider These Factors in 
Recommending Grinding Wheels 


ae 


. The material to be ground. 


N 


. The amount of material to be removed. 


ow 


. The degree of accuracy with which material is to 
be removed. 


> 


. The finish required after material is removed. 


. The area of contact of the wheel with the work. 


nw 


. The type of grinding machine used. 














Finishing parts by the centerless grinding method. 
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HELPFUL SALES HINTS 


Aluminum oxide wheels have been found most suitable for grind- 
ing materials that are neither brittle nor easily penetrated such as 
carbon steels, alloy steels, high speed steel, annealed malleable 
iron, wrought iron and tough bronzes. 


For materials easily penetrated and those that are hard but very 
brittle such as gray iron, chilled iron, brass and soft bronze, alumi- 
num and copper, marble and other stone, rubber, leather and hard 
alloys as tungsten carbide, silicon carbide wheels are most satis- 
factory. 


Most materials for which the aluminum oxide abrasive is best 
suited are comparatively high in tensile strength, thus it is most 
convenient to divide materials by tensile strength when choosing 
an abrasive for them. 


Soft, tough and ductile materials require a wheel with compara- 
tively wide spacing of abrasive grains. 
Hard and brittle materials require a wheel with a close spacing of 


abrasive grains to provide a large number of cutting points per 
unit area. 


Where large amounts of material are to be removed, particularly 
on offhand grinding, operations like snagging, coarse grains and 
wide grain spacing are usually employed. 


Where a small amount of material is to be removed, fine grains 
and close grain spacing should be used. 

Finer grains and closer spacing usually produce a better finish 
than coarser and wider spaced grains. 


. When the area of contact of the wheel is small, as in cylindrical 


grinding, a medium hard wheel of fine grain, closely spaced to dis- 
tribute the pressure over a large number of small cutting points 
so that none will be subjected to excessive pressure, should be 
recommended. 


When the area of contact of the wheel is large, recommend a soft 
wheel of coarse grain, widely spaced to distribute the pressure unit 
area of contact over a small number of cutting points so that each 
will receive a sufficient pressure. 


Heavy, rigidly constructed grinding machines take softer, more 
open structure wheels than lighter, more flexible types. 


On machines that vibrate considerably, wheels of a finer, harder 
and denser structure should be designated. 


Plane surface grinding machines making use of the rim of a cup 
of cylinder wheel require softer wheels with a wider spacing of 
grains than plane surface machines using the periphery of a 
straight or disc wheel. 


Ihe speed at which the wheel revolves is important, because too 
slow speed results in a wastage of abrasive without getting useful 
work in return, whereas an excessive speed may result in hard 
grinding action and cause breakage. 


Fast work speed tends to wear the wheel faster than slow 
work speed. 


Good results cannot be expected from a grinding wheel mounted 
on a machine which is in poor condition. 


The workman’s knowledge of the tool he is using is an important 
factor in the use of grinding wheels. 


Nine times out of ten, the piece worker requires a harder wheel 
than the worker who is paid on a day basis. 


Snagging and other operations with flexible application of pres- 
sure require wide grain spacing. 


The speed of the wheel spindle should be increased as the diameter 
of the wheel is decreased by wear. This can be accomplished by 
variable speed countershafts, cone pulleys on the spindle of the 
grinder, or by transferring the wheels to smaller machines. 

Care should be taken to keep wheels true and in balance to obtain 
the best results. 


A grinding wheel should never be crowded upon an arbor or 
mounted without flanges of same description. 


Work should never be forced against a cold wheel, but rather 
applied gradually, giving the wheel an opportunity to warm and 
thus eliminate possible breakage. 


A regular straight wheel should never be run more than 6,000 feet 
per minute. 
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We Must Become Better 


« 


Merchandisers 


If we want “good times’ back again, we’ve 


got to 


do our part in creating them, in the opinion of 
Mr. Duncan. Here he outlines a few merchandising 


ideas which may prove helpful 


By R. C. DUNCAN 


President, R. C. Duncan Company, Minneapolis 


BOUT a year ago a printer, be- 

A lieving that he could instill 

into business a little of the 

1929 spirit, supplied his customers 

with placards which read, “Keep 
Fighting in 1932.” 

At the first of this year the same 
printer, apparently believing that his 
last year’s placard had produced some 
results supplied another one which 
endeavored to stimulate still further 
a fighting spirit. This one read, 
“Carry on the Fight in 1933.” 


Several business men commented 
favorably on this card. They were 
noticed in many places of business 
throughout the community and with- 
out a doubt those who did keep them 
thought that by exhibiting a senti- 
ment of this character all people en- 
tering their establishments would 
read the sign, then clench their fists 
and go out determined to make 1933 
a better year. 

A few days after the card had 
been distributed, I was passing a 





Why I Lost That Order 


1. I lost the order because I was afraid the buyer would 


say ‘‘no. ai 


2. I called without knowing anything about the pros- 


pect’s business or needs. 


3. I lost the order to a firm whose price was lower, 
because I didn’t have enough facts to prove my product 


was worth the money. 


4. I had neglected my prospect too long. A competitive 
salesman beat me to it because he was there asking for the 


order. 


5. I let myself get into an. argument with the buyer 
which I won. That’s why I lost the sale. 


6. I too willingly accepted the buyer’s objections. 


This check list is taken from a recent news letter 
issued by the Associated Coffee Industries of America. 








small business establishment which 
has been struggling for existence. 

Visible from the sidewalk were 
two people in the office, a man, pre- 
sumably the president of the firm, 
and the office force in the form of 
one lanky stenographer who looked 
as if she had been waiting for six 
months for a pay check. 

The president stood with his foot 
up on a piece of the equipment which 
his firm sold and was staring out of 
the window into space, a pose which 
I had noticed practically every time 
I had passed the place. 

The “office force” sat at her desk 
nibbling an apple which apparently 
was her noon meal. She was look- 
ing at the same object of concern tu 
the president, blank space. It was 
apparent that they had both con- 
cluded that there was no business 
and as everything had “gone to pot” 
there was no need to put forth effort 
to secure any. 

Despite the apparent state of mind 
of the head of this business, on his 
desk prominently displayed was the 
placard, “Carry on the Fight in 
1933.” 

Now, there is no desire to belittle 
the printer’s intention or ridicule the 
thought behind his idea. They were 
both good. The difficulty, however, 
seems to be that everybody is expect- 
ing the other fellow to “carry on” 
without doing anything about it him- 
self. This state of mind is handi- 
capping business today. It’s just as 
true in the industrial supply business 
as in any other. 

We are expecting everybody else 
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to fight to bring back prosperity, but 
are failing to do anything about it 
ourselves. We are failing to mer- 
chandise our business just as the 
corner grocer failed before the chain 
store opened his eyes. 

If you agree with this premise, 
perhaps the following merchandising 
ideas, dealing with various phases of 
the supply business, may bring to 
mind some thoughts on how we can 
become better merchandisers. 

1. Store displays are merchandis- 
ing aids. 

On the whole, in the industrial 
supply house, store displays leave a 
“moth eaten” impression on the ob- 
server. Merchandise may be dis- 
played in windows, but often it is 
dirty and many times obsolete. In 
most supply houses, items handled 
either are not displayed at all or, if 
so, very poorly. 

The proper display of products not 
only acquaints the trade with what 
you handle, but also may impress 
manufacturers who are looking for 
sales outlets that your house is a 
worthy one. In this manner, you 
may easily be brought in touch with 
many a profitable line. 

2. The part delivery service plays 
in a merchandising set-up. 

The men who deliver your goods 
have a fine chance to make valuable 
contacts. Their treatment of cus- 
tomers inay produce additional busi- 
ness or lose business. Remember, the 
man connected with your firm, no 
matter in what capacity, is the firm. 
It may take but one improper move 
by an employee to kill an account 
entirely. 

Men who make deliveries should 
be high-class fellows who are capa- 
ble of building good will. Delivery 
service is an important part of mer- 
chandising and should not be slighted. 

3. How advertising fits into the 
merchandising picture. 

Distributors seem inclined to leave 
all contact with the trade to their 
salesmen, failing to realize that sup- 
port through well-directed promo- 
tional matter from the office may be 
the means of convincing the trade 
that the sales representatives are con- 
nected with a responsible business 
establishment, not merely with a com- 
pany occupying desk space. Dis- 
tributor advertising may be effec- 
tively accomplished by means of 
house organs letters emphasizing 
specific lines, pustal cards, catalogs 
and by shows or exhibits. 
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Sales Truths 


‘It’s far better to lose 
business than to lose 
money.”’ 


“Don’t sell anything to 
anybody, anytime, with- 
out a profit.” 

‘It’s time to trade the 
volume bug for the profit 


bee.’’ 


‘If the business world 
were dominated by price- 
cutters, there would be no 
business at all.’’ 


“To be successful, sales- 
men require equal quantt- 
ties of leg and head work, 
well mixed and thorough- 
ly applied, to yield a 
profit.’ , 

“A double dose of iron 
tonic to strengthen the in- 
testinal fortitude of weak- 
kneed sales executives is the 


need of the hour.’ 


‘Volume alone was 
never known to bea 
mortgage lifter.”’ 


“The price cutter not 
only pulls down his co mpet- 
itors, but himself as well.’’ 


‘‘Nothing is so easy as 
to cut prices and nothing so 
hard as to get them back 
after they have once been 
pulled down.” 


‘It is time to re-educate 
sellers on the basically 
sound principle of accept- 
ing business at a profit or 
turning it down.” 

Thomas M. Anderson, Sales Man- 


ager, Riverside Mills, in Business 
Administration Magazine. 





4. How to aid the salesmen to be- 
come better merchandisers. 

We are to often inclined to rely 
on the memories of our customers, 
assuming that they have the same 
knowledge of our lines as we have. 

Special campaigns and bonuses for 
salesmen have been found effective. 
Weekly sales drives on certain lines 
and the encouraging of salesmen to 
carry samples have also been found 
productive of good results. 

Most helpful of all is the main- 
tenance of a systematic record of 
sales by lines. Such a record gives 
the salesmen ammunition with which 
to sell something more. 

5. The city desk men play an es- 
sential part in a merchandising pro- 
gram, 

The men on the city desk can as- 
sist materially in a firm’s effort to do 
a good job of merchandising. A de- 
sire to lean over backwards to see 
that customers are properly taken 
care of may be the means of cement- 
ing a contact which competition can- 
not easily break. A customer should 
never be made to feel that you are 
doing him a favor in accepting his 
order. The words, “thank you” are 
too frequently forgotten by the men 
who take orders at the city desk. 

The telephpne operator, too, can 
do a lot téward giving courteous 
service by promptly dispatching calls 
and seeing that customers are prop- 
erly taken care of. 

6. Selling the distributor’s eco- 
nomic position should be a part of 
every distributor’s merchandising 
program. 

The trade should be made to 
realize that modern buying methods 
recognize the necessity of the dis- 
tributor. This educational job is the 
responsibility of every distributor 
and each member of his organization. 

The distributors’ purchasing agent 
and other executives can do consid- 
erable toward driving home the eco- 
nomic importance of the supply 
house to manufacturers in their regu- 
lar contacts with representatives of 
their suppliers. 

These merchandising ideas are sub- 
mitted with the thought that they may 
stimulate thinking on the subject of 
“How to become a better merchan- 
diser.” If every distributor would 
take action along these lines during 
the remaining months of 1933, 
rather than put up signs to encourage 
the other fellow to do it, our indus- 
try would show definite progress. 
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Dean of the Industry Retires 


After 52 years of outstanding accomplishment, 
George Puchta turns his business over to employees 


FTER 52 years in the industrial 

A supply business, George 

Puchta announces his retire- 

ment from the Queen City Supply 

Company, Cincinnati. His son, 

Lawrence G. Puchta, is in poor health 
and he also is retiring. 

With the withdrawal of George 
Puchta from active work, the indus- 
trial supply business loses one of its 
outstanding members, a great organ- 
izer and a far-sighted, level-headed 
business man, 

After leaving school at 14, he went 
to work with the J. C. Fuller Shoe 
Machinery Company and then with 
John V. Nicolai in the sewer pipe 
and brick business. 

While working he continued his 
education at night school, graduating 
from Nelson’s College in 1876. He 
later attended a night class at the Ohio 
Mechanics Institute and also took 
private instructions in mathematics 
and mechanical drawing. 

Besides his work and_ studies, 
George Puchta found time to take 
violin lessons. Violin playing has 
been a hobby with him and he still 
plays for his own recreation. 

In 1881, seven years after he 
started to work, Mr. Puchta went 
with Post and Company as a book- 
keeper. On July 1, 1890, with F. X. 
Pund, he purchased and succeeded 
to the supply department of Post and 
Company. The new company was 
later incorporated as The Queen City 
Supply Company, with George 
Puchta as president. He held that 
position until his retirement on Feb- 
ruary 1. In 1904, Mr. Pund sold out 
his interest to Mr. Puchta. 

Under his leadership, The Queen 
City Supply Company has had a 
steady growth. Branches were es- 
tablished in Dayton, Ohio, Lexing- 
ton, Kentucky, and Richmond, In- 
diana, 

Soon after he assumed control of 
The Queen City Supply Company, 
Mr. Puchta’s business interests be- 
gan to expand. He was one of the 
founders of The Cincinnati Frog and 
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George Puchta, pioneer industrial 
distributor, banker, political and civic 
leader, who, at the approach of his 
seventy-third birthday, announces his 
retirement from active business life. 


Switch Company, a director of the 
Brownell Company, one of the foun- 
ders of The Milnor Electric Com- 
pany, a vice-president and director of 
The Market National Bank and pres- 
ident and director of The Security 
Savings Bank and Safe Deposit Com- 
pany. The two banking institutions 
were later merged with the Fifth- 
Third National Bank and The Union 
Savings Bank and Trust Company. 
Even though he now retires, Mr. 
Puchta continues as a director of the 
Fifth-Third Union Trust Company. 


UTSIDE the business and bank- 
ing fields, George Puchta also 
made a name for himself. He was ap- 
pointed United States Assistant 
Treasurer in Cincinnati by President 
Taft and served from 1911 to 1915; 
elected Mayor of Cincinnati in 1915 
by the largest plurality ever received 
by a mayoralty candidate up to that 
time; and chosen as elector of The 
First District of Ohio for Presidents 
Warren Harding, Calvin Coolidge 
and Herbert Hoover. 
In the fields of civic and industrial 
affairs, we hear of George Puchta as 


trustee and treasurer of The College 
of Music of Cincinnati; trustee of 
The Young Men’s Mutual Life As- 
sociation; one of the organizers of 
The National Supply and Machinery 
Distributors’ Association and a 
former president for two years; 
water works trustee while residing in 
Norwood 1892-1893; on the park 
committee appointed by the City 
Council to lay out park plans; served 
as park commissioner in 1909, 1910 
and 1911; member of The Business 
Men’s Club (now the Cincinnati 
Club), Queen City Club, Commer- 
cial Club, the Optimist Club, Cin- 
cinnati Country Club and The Ma- 
katewah Country Club. He served 
as president of three of these organ- 
izations, The Cincinnati, Commercial 
and Optimist Clubs. 

Despite his many and varied ac- 
tivities, George Puchta has always 
found time to give of his ripe experi- 
ence to others who sought his wise 
counsel. He is of even, kindly tem- 
perament and a humanitarian in every 
sense of the word. 


N_ retiring, George Puchta has 

made it possible for old employees 
to continue The Queen City Supply 
Company. In addition to the main 
office in Cincinnati, the branch at 
Richmond, Indiana, will be operated. 
New officers are: Fenton D. Snod- 
grass, president, J. H. Blackham, 
vice-president, Waldo E. Butler, 
treasurer, J. J. Kauther, secretary, 
and Hynson G. Burton. 

The Lexington branch has been 
sold to the Liebel-Sheppard Supply 
Company. George D. Liebel, who 
has been manager of this branch 
since it was organized, heads the new 
company. 

The Blaisdell-Folz Equipment 
Company has purchased the equip- 
ment division of The Queen City 
Supply Company and will continue 
the business at 219 West Pearl Street. 
Both Mr. Blaisdell and Mr. Folz are 
old employees of The Queen City 
Supply Company. 
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For Industrial Distributors 


Published by The Osborn Manufacturing Co. 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of Osborn’s *Direct Sales 


Point No. 2 in Osborn’s Partnership Policy with Distributors 
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The Osborn Partnership Policy with Distributors 
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Osborn Brushes for the 
Distributor’s Salesmen 








RIEHL WIRE WHEEL SECTIONS 


\ST month, “Brash News” con 

tained information about Os 
born Economy Sections, Monitor 
Sections and Master Wheels. As 
explained, these three types of 
brushes, although similar in’ con 
struction, have respective advan 
tages which fit each brush for many 


brushing requirements. 


This month, a description of the 
construction and advantages of the 
Osborn Riehl Wire Section will add 
to your 


knowledge of Osborn 


Brushes 





The first operation is to cut the 
wire to the required length. The 


diameter of section, of course, de- 
termines the exact length of wire. 
Then a machine gathers the lengths 


into tufts and crimps the wire whic! 


nunimizes erystallization, and adds 
greatly to the strength and dura- 
bility of the brush in service. These 
lengths of wire are then placed in 
trays as illustrated in the column at 
the left. 


The tufts of wire are now bent 
double and are then inserted in a 
circular metal stamping having 
prongs projecting from both sides, 


as illustrated below. 





Sect 


These loops of wire are secured to 
the stamping by placing a metal 
ring or washer on each side of the 
stamping and bending the prongs 
down over these rings. 


Phe complete assembly is then placed 
in a power press, as illustrated at top 
of next column. Under tremendous 


pressure, the metal stamping and the 





loops of wire are locked securely 


into one complete unit section. 


Riehl Sections made for use on 
shafts of 
have a lead center which is inserted 
hefore the power press. operatior 
described above. The same pressurt 
that locks the wire and metal stamp 
ings together also locks the lead 


center into position. 


The next operation (not ilustrated ) 
consists of smoothing or brushing 
the tufts of wire to assure that all 
wire projects radially from the cen 
ter of the arbor hole. Then the se 
tion is trimmed to obtain a circular 
brushing face, 


Lastly, Riehl Sections are inspected 
to Osborn standard = specitication- 


betore they are passed for service. 





34” diameter and under 


amen re 


nn 





me ee ee 
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Advantages of the Osborn Riehl Wire Section 

















PRINCIPLE 
OF CONSTRUCTION 


In the Economy Sec 
tions, Monitor Sections 
and Master Wheels, the 
brush wire is twisted be 
wires. 


tween two stem 


The construction of the 
Riehl 


greatly in that the brush 


Section differs 


wire is looped around the 


circular metal stamping. 














DURABILITY 


The looping of the wire 
around the stamping per- 
mits a rocking move 
ment of the wire, which 
lessens the flexing ac tion, 
thereby minimizing fa 
tigue (crystallization). 
The durability of the 
Riehl Wire Sex tion 
makes it the most eco 
nomical section to use 
for many severe brush 
ing operations. 








ire 


Sections made for use on 





shafts 
yer than 34” in diameter do not haze 
fead centers, 


AS 
\ 
SS 
I 
ASS 

















NAS 
Ni) wt \ 
VANS 


thi 


yo ys 
im 
: 


\ 
ly 
A 


hy LA\ IN 


sf 


Hi 


Ay aX 


hig 
i 
he 


i} 
jl 


Gt 
| 

VA, 

’ 


Wad 
fe 
Wy ii 
ah. 
DY Wy 


hy 
LU 


t 
} 





Ta) made for use on shaft 
diameter and under have lead 








DENSITY 
OF FACE 
Construction permits the 
use of a greater amount 
of wire in Riehl Sections 
than in most other types. 
This greater density of 
face is necessary to satis 
factorily perform certain 


brushing operations. 














RANGE OF 
SIZES 


Vl Riehl 


made to mount directly 
on the shaft or 
without the use of hubs. 


Sections are 
arbor 


Richl Sections are avail 


able in sizes ranging 


from iY to 16” diameter, 
inclusive. The arbor hole 
that 
can be furnished for all 
standard Richl Sections 
are listed on Page 19 of 
Osborn Catalog No. 176. 


sizes and wire sizes 








One 


sired 


or More 


Niehl 
mounted on the shaft to secure a de 


yeclton can 


width of face. 
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“We are pleased 
to be counted 
as one of 
Osborn’s Partners, ” 


says Alvin M. Smith, Pres. 
SMITH COURTNEY CO., Richmond, Va. 


“T° propose to a Distributor of Mill Supplies “Tt has been evident to us for sometime by the 
that he approve direct selling by a manufac- aid, literature, and cooperation that we have 
turer, sounds like asking him to padlock his doors. been receiving from them that they have been 
However, not to recognize that there are always earnestly trying to equip the Distributor’s sales- 
some sales dependent upon technical and engi- force with information, not only on the construc- 
neering application that the Distributor’s sales- tion and merits of Osborn Brushes and their uses, 
men are not equipped to handle, is to admit but to suggest markets. Such a grasp of the Dis 


ignorance of the industrial market. tributor’s problems has materially helped the 


” ‘Partnership’ in producing sales on all regular lines 
“When the Osborn Manufacturing Company offer 

; of brushes. 
a ‘Partnership’ on regular brushes and reserve 
sales on special brushes for direct handling, we “To deny a manufacturer the privilege of seeking 
know that careful consideration has been given special fields direct that only he alone can handle 
the subject. We have reason to believe that they to advantage, would be selfish and of no benefit 
have undertaken quite extensively to acquaint to anyone. Therefore, we are pleased to be counted 


themselves with the functions that the Distributor as one of the ‘Osborn Partners’ and expect to 
is prepared to perform, before arriving at a defi- profit through a clear understanding of | this 


nite decision. ‘Partnership’.” 
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“Distributors Save Us 25% 


on Maintenance Inventory Costs” 
Says 
John L. Barchard 


President, Hummel and Downing Manufacturing Company, 
President, Wisconsin State Chamber of Commerce 


IGURES just 
compiled show 
that our main- 
tenance and repair bills 
average $5,000 a 
month, most of which 
goes to local distribu- 
tors. If we could not 
draw upon the stocks 
of the distributor and 
take advantage of his 
service, we would have 
to step up our main- 
tenance inventory so 
that it would cost us 
25% more to keep our 
plant operating at 
maximum efficiency. 
We try to anticipate 
our repair needs so 
that production will 
never be held up for 
hours or days while we 
wait for an odd sized 
or little called for item. 
In order to avoid 
emergency breakdowns, 
an inspector, with his 
assistant, makes a daily 
round of every machine 
in the mill and turns 
in a requisition sheet 
after each day’s inspec- 
tion. This “stitch in 
time” eliminates shut 
downs almost entirely. 
Too, it keeps our 
maintenance expendi- 
tures on an even keel. 
When the human 
body has a breakdown 
and is “repaired” by 


doctors, it is often able to resume its former routine, but 
usually the old-time energy is lacking. Fortunately, this 
is not true of mechanical things. We find that a machine 
or a piece of equipment successfully repaired is just as 
efficient as it was originally. Hence, we exercise consider- 
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JOHN L. BARCHARD 
“Industry is depending more and more upon the steady stocks, 
nearby warehouses and prompt service of the distributor.” 


stocks of our own. 


able care to anticipate 
our repair requirements 
so that equipment will 
always be operating at 
maximum efficiency. 

In addition to main- 
taining our present 
equipment at a prede- 
termined standard, we 
have purchased $40,000 
worth of new equip- 
ment during the last 
year. This is in line 
with our belief that a 
continuous moderniza- 
tion program reduces 
operating costs and 
provides greater oper- 
ating efficiency when 
normal __ production 
schedules are resumed. 

In order to carry out 
a conservative and 
wisely planned mod- 
ernization program, it 
has been our observa- 
tion that industry at 
large is depending 
more and more upon 
the steady stocks, the 
near-by warehouses, 
and the prompt service 
of the industrial dis- 
tributor, particularly 
since the economic 
change in conditions 
has made necessary 
hand-to-mouth buying. 
Considering the factors 
of obsolescence, in- 
creased insurance rates, 
and the additional ac- 


counting and other clerical expense connected with 
elaborate maintenance inventories we, and other indus- 
trial users, are finding it more economical to buy as we 
need from the distributor, rather than maintain heavy 


21 

















MILL 
SUPPLIES 


ALBERT E. PAXTON 
Editor 











Capitalize on Your 
Opportunity 
N EVER before has the distributor been 


in a more favorable position than 
today. He doesn’t have to justify his 
economic necessity. 

Users, with little or no stocks on hand 
and with no desire to tie up funds in order 
to replenish them, are turning to the distrib 
utor where they can buy as they need. 
They're finding it good business to operate 
in this manner, because they know that the 
first cost for supply items when they patron- 
ize the distributor is the last. Experience has 
taught them that such is not the case when 
they buy direct and in so doing are forced 
to perform for themselves the warehousing 
and servicing functions of the distributor. 

Many users are finding out what Frank 
Parrish, supervisor of inventories, United 
States Steel Corporation, tells about on page 
28 in regard to the actual cost of maintain- 
ing supply stocks. Storage facilities, insur- 
ance, taxes, transportation charges, han- 
dling and distribution costs, depreciation, 
interest and obsolescence, Mr. Parrish points 
out, add to the original cost of supply items 
at an astounding rate. For example, the 
cost of maintaining $100 worth of merchan- 
dise in stock one year is $37.50, a figure 
which grows to $310 if the stock remains 
on the shelves five years. 

Along with this changing attitude on the 
part of users is the new situation confront- 
ing manufacturers. Changed economic con- 
ditions have placed the distributor in a par- 
ticularly strategic position so far as the man- 
ufacturer is concerned. With the potential 


volume of business at low ebb, it follows that 
it takes more sales calls to get results now 
than it used to. On top of that, most man- 
ufacturers are functioning with greatly re- 
duced sales staffs and skeleton advertising 
appropriations. 

Thus, manufacturers are faced with the 
paradoxical situation of putting forth 
greater effort with less man-power and 
money-power. The way out, as many man- 
ufacturers are learning, is to eliminate costly 
direct-selling practices, set up equitable pol- 
icies of sale and seek the wholehearted co- 
operation of the distributor, who is set up 
to provide thorough coverage of his local 
market. 


With this new feeling on the part of both 
user and manufacturer, what an opportunity 
there is for distributors—individually and 
collectively—to strengthen their position in 
the economic scheme of things. 


MK 


A Tribute 
os a news story of more than 


passing interest in this issue of MILL 

Suppuies. It tells of the retirement 
from active business life of a pioneer indus- 
trial distributor, George Puchta. 


Admired and respected by all who know 
him, Mr. Puchta has been an important fac- 
tor in the growth of the industrial supply 
business during the past half century. Not 
only has he built up and headed an impor- 
tant supply business of his own, but also he 
has been a leading light in the organization 
and development of cooperative organiza- 
tions of distributors. 

Besides his own immediate business, 
George Puchta found time to hold impor- 
tant positions in the banking, political and 
civic fields. His has been a life of real ac- 
complishment. 

George Puchta had the knack of knowing 
how to bring out the best in people and was 
gifted with the ability to impart of his rich 
knowledge to others. Hence, he built up a 
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strong organization which now assumes con- 
trol of the Queen City Supply Company. 

The multitude of friends of Mr. Puchta, 
while perhaps regretting his withdrawal 
from business activities, will surely join MILL 
SupPPLigs in wishing him health and happi- 
ness in his retirement. 


XK 


Food for Thought 
HERE'S a lot of food for thought in 


the Duncan article on page 14. In 

order to take advantage of the present 
situation which finds users more dependent 
than ever on distributors for supply needs 
and manufacturers for sales service, the dis- 
tributor must put his own house in order so 
as to be able to take care of his added 
responsibilities. 

No progress can be made if each of us 
assume a “Let George do it” attitude. It’s up 
to each distributor to check his own organ- 
ization to make sure he’s doing the very best 
possible job of merchandising. 

Ask yourself these questions which Mr. 
Duncan talks about in his article: 

“Are your store displays of such nature as 
to attract the favorable attention of manu- 
facturer and buyer?” 

“Is your delivery service as good as it 
should be?” 

‘Are you supplementing the work of your 
salesmen with well-directed advertising and 
publicity matter?” 

“What are you doing to aid your salesmen 
to become better merchandisers?” 

“Are your city desk men doing a good job 
of merchandising?” 

“What are you doing to sell your cus 
tomers on the economic importance of the 
distributor?” 

These are important questions and we'll 
wager the answers in a large number of cases 
will be surprising. 

However, if the questions lead to a little 
serious thinking on your part, followed by 
action to correct faults, they will have been 
worth while. 





Sales Facts 
, ‘HE day when you could secure busi- 


ness by exchanging pleasantries is past. 

It takes real selling now to get the 
prospect on the dotted line, for business 
potentials are at a minimum and competition 
is keener than ever. 

Buyers are demanding facts these days. 
They want to know why your product 
should be given preference over someone 
else’s. To aid distributors’ salesmen in arm- 
ing themselves with essential information on 
items they sell, Miu Supputes has been pub- 
lishing product articles each month. This 
issue contains valuable data for the fellow 
selling rotary pumps, portable electric saws 
and grinding wheels. Succeeding issues will 
take up other products. 

We urge salesmen to give these articles 
their careful attention. They represent the 
concensus of leading manufacturers and are 
put up in such a way as to make easy 
reading. 


XK 


Convention -Time ts 
Approachi ng 


It’s not too early to begin thinking about 
the triple convention of the National Supply 
and Machinery Distributors’, Southern Sup- 
ply and Machinery Distributors’ and Ameri- 
can Supply and Machinery Manufacturers’ 
Associations to be held in Louisville on May 
9, 10 and 11. 

The Brown Hotel, convention headquar- 
ters, reports a number of advance reserva’ 
tions. It’s first come, first served, you know, 
so it is advisable to get your reservation in 
right away. 

This annual convention affords an oppor: 
tunity to discuss personally common prob- 
lems with other distributors and manufac- 
turers. 


The obtaining of a fresh viewpoint or the 
picking up of one idea may well repay the 
entire expense of attending this convention. 
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AreYour Accounting Methods Sound 





aS) 


The second of a series of articles explaining a 
simple, inexpensively operated system of accounting 
for distributors 


By HOMER PORTER 


Pittsburgh 


Hie article appearing in Mitt Suppties last 

month took us through an explanation of the 

monthly balance sheet. Now, we come to a con- 
sideration of the statement of income, profit and loss, 
a suggested form of which appears on this page. 

This statement shows the total income and expenses 
for the four months’ period from January 1 to April 30, 
1932, and also the same information for April. It will 
be noted that the inventory at the beginning of the year 
was $18,097.04, whereas, on the first of April, it was 
$17,391.55. On April 30, however, the inventory was 
$18,150.34, an increase over both the beginning periods. 
The taking of an inventory is always a problem in any 
firm and is fully discussed later on. The profit and loss 
statement shown here makes no reference to consigned 
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g lf a company has goods on consignment—as 
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7,062.51 
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This statement shows the total income and expenses for 
the four months’ period from January 1 to April 30, 
1932, and also the same information for April. 


many supply houses do—the information can be shown 
on the balance sheet. 

It will be noted on the profit and loss statement that 
the gross profit for the four months was 23% , whereas, 
the month of April showed a gross profit of 26%. By 
comparing previous reports, the increase in any expense 
item is quickly noted, and, if possible, corrected. It will 
be seen that an operating loss was sustained for each 
period. This cannot go on indefinitely and some means 
must be devised to reduce the loss. From a glance at 
the statement on this page it will be noted that the net 
loss for the period from January 1 to April 30, 1932, 
was $362.42, and the net loss for the month of April 
was $753.97, showing that for the first three months of 
the year a profit had been made, which was the differ- 
ence between the loss for April and the loss for the 
four months, or $391.55. The items under the caption 
of “Other Income” may merit some consideration, as 
they are sources of income that may, at the end of the 
year, determine whether or not a profit has been made, 
or a severe loss suffered. 

Determining the book value of inventories is an im- 
portant consideration in the supply business. There are 
three methods in general use: 1. Taking an actual in- 
ventory, 2. Estimating the inventory upon an estimated 
gross profit of sales, and 3. Costing each item sold. Of 
the three methods, the latter seems to be preferable, but 
before discussing it, the other two should be mentioned. 
The first method is commonly used, but usually at the 
end of the year. In fact, it should always be used at 
the end of the fiscal year. This method requires an 
actual count and mathematical calculation of the value 
of each item. This, of course, takes considerable time 
and costs money, and therefore is impractical for use 
each month. 

The second method consists of taking the average 
gross profit on all sales for a period of one to five years. 
To illustrate, we will say the average gross profit for 
a given period was 20% of sales. Then, if a company 
sold $10,000 worth of goods, the estimated gross profit 
was $2,000 and the cost of goods sold was $8,000. This 
method saves time, but is not very satisfactory, for in 
times of changing inventory values, such as_ those 
through which we are now passing, it is not very ac- 
curate or reliable. 

The third plan has proven to be the most satisfactory 
and is probably less often used than either of the three 
methods. However, as its value becomes better known 
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Designed and priced to sell in 1933, these pumps make 
other types look obsolete— 


because they give you the ONLY COMPLETE MODERN 
LINE of simple, compact, portable pumps to fit any job— 
——— : because they have bigger power Bey giant volume and 
quick SURE PRIME at lifts up to 25 ft.—because they are 
already the FASTEST SELLING PUMPS OF THEIR TYPE— 
because they give you a wide open door to profitable NEW 
PUMP BUSINESS throughout the contracting, industrial and 
special fire protection fields. 


Write for New Catalog and Prices! 


Jaeger's 1933 line and prices are the biggest news in pumps. Send today 
for new catalog just issued and a proposition that will make you real 
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it will come into greater use. Under this method, each 
order sheet has a column on the right side for the selling 
price, and on the same line, on the left side of the sheet, 
space is provided for the cost price. A specimen of the 
sales order or sales invoice appears on this page. 

3y using this method, the price clerk must place the 
cost, as well as the selling price on each invoice. This 
may, at first glance, seem an insurmountable task, but, 
on the contrary, it is a time saver. In many cases, it is 
necessary to determine the cost before fixing the selling 
price. After each invoice has been totaled, and proven 
by another clerk, it should be given a number and passed 
to the book-keeper or billing clerk. The customer’s 
invoice is then typed from the office copy of the sales 
invoice. If some of the items are to be “back-ordered,” 
a new sales sheet is made out for them. After the cus- 
tomer has been billed, these sales invoices are entered 
in the register shown on this page and then filed in the 
current month’s loose leaf binder. 

A sales register tells at a glance which items are being 
sold at a profit, which salesmen are making money for 
the company and which ones are not. At the end of 
the month each salesman should be given a report, show- 
ing the gross profit he has earned for the company. 
Some companies pay a certain percentage of the gross 
profit to their salesmen as their commission. This 
method induces salesmen to keep their prices as high 
as consistent with good business. By carrying the total 
cost of goods sold in the manner outlined, it is easy 
to show the amount of inventory on hand at the end 
of the month. For instance, if the inventory was 
$40,000 as of January 1, and $20,000 was purchased 
during the month, and the cost of goods sold during 
that month was $15,000, the inventory book value as of 


January 31, would be $45,000. 








A sales register tells at a glance which items are being 
sold at a profit, which salesmen are making money for 
the company and which ones are not. 


With reduced inventories, it is much easier to pay 
bills and obtain cash discounts. The cash discount avail- 
able in the supply business is a large item of income, and 
in most cases, the easiest to obtain. In order to show 
the amount of cash discount available, a memorandum 
should be provided in the voucher record, and opposite 
each voucher the amount of cash discount shown. At 
the end of the month, the amount of cash discount avail- 
able by prompt payment of the bills is shown, together 
with the amount actually taken. Often, managers of 
supply houses are amazed at the difference. 

Here is one instance of how a distributor managed to 
take advantage of the cash discount. In this case, it was 
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Each order sheet has a column on the right side for the 
selling price and on the same line, on the left side of 
the sheet, space is provided for the cost price. 


found that most customers paid their bills from the 
fifth of the month to the twentieth. The larger majority 
paid about the fifth. It was suggested that the company 
write each creditor asking permission to pay his account 
on the twentieth of the following month, less the cus- 
tomary cash discount. Most firms agreed to this. Even 
with this accomplished, however, the company found it 
was unable to pay all its bills in time to take the cash 
discount. With a large note at the bank “staring” the 
company in the face, the thought of asking for more 
money there met with disapproval by the officers. But, 
after persuasion, the ordeal was ventured. After it had 
been explained that the money was wanted to pay cur- 
rent bills and not for the purpose of purchasing more 
inventory, and that the cash discount earned by so doing 
would soon increase profits, the banker granted the addi- 
tional loan. 

The cash discount available in the supply house busi- 
ness is usually from two to five percent. It was found 
in this instance to average about 3% per month. The 
money cost 6% annually, from which 3% each month 
was made, or 36% annually, a profit of 30% on the 
money borrowed. 

Thus, it can be seen that the difference between taking 
cash discounts regularly and passing them up can well 
mean the difference between a profit and a loss. 








Ma. PORTER will be glad to answer 
questions concerning accounting practice 
from readers of Mill Supplies. There will be 
no charge for this information unless some 
actual work is done on the books. Address 
your questions to Mill Supplies, 520 N. 
Michigan Avenue, Chicago. 
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Statement of Sales Policy 


i. 


to 


or 


MILFORD and MIL FLEX hack saw blades are sold exclusively through Dis- 





tributors and Jobbers in various channels of distribution in territories where repre- 
sentation is established. Direct inquiries and orders are referred to these represen- 
tatives. 


MILFORD and MIL FLEX hack saw blades are not sold direct except in terri- 





tories where representation has not been established. Such direct sales are made at 


resale prices enabling nearby Distributors and Jobbers to compete. 


MILFORD and MIL FLEX hack saw blade orders from non-stock carrying dealers 
are referred to representative Distributor or Jobber in territory where order orig- 
inated. 





MILFORD and MIL FLEX hack saw blades are sold under a nationally announced 
discount, without rebates or special concessions of any description. The same dis- 


count is given all representative Distributors and Jobbers stocking these lines. 





MILFORD and MIL FLEX Distributors and Jobbers are discriminatingly 


selected and limited in number in a territory. Exclusive representatives are ap- 





pointed when local competitive conditions and size of territory warrant. 


MILFORD and MIL FLEX hack saw blades carry an announced resale price that 
provides an adequate margin of profit to Distributor and Jobber. Price cutting is 
vigorously discouraged. 





MILFORD and MIL FLEX, other factory, special or private brands of hack saw 





blades, are not sold through any one channel of distribution at prices lower than 
quoted representative Distributors and Jobbers in all channels of distribution. If 
manufactured, special grades of hack saw blades, or their equivalent, will be avail- 
able to representative Distributors and Jobbers in all channels of distribution at 


the same prices and terms. 


MILFORD and MIL FLEX hack saw blades are sold on terms of 2% cash dis- 
count, 10th proximo, or net thereafter. Freight is allowed on shipments of 100 


Ibs., or over. 





MILFORD and MIL FLEX hack saw blades are guaranteed against defective 


workmanship or material, and if found defective or unsatisfactory, a fair and equi 





table adjustment or replacement will be made. Upon authorization all unsatisfac 


tory blades must be returned to the factory for inspection. 


MILFORD and MIL FLEX Distributors and Jobbers are given direct mail liter- 





ature, price lists, catalogue help, sales promotional assistance, technical and engi- 
neering advice, factory representative contacting with consumer and educational 
assistance. 

At the request of any Distributor or Jobber representing these lines, we 

will disclose our discount schedule in substantiation of our nationally 


announced price policy. 


THE HENRY G. THOMPSON & SON CO. 


New Haven, Conn. 


Feb. 9th, 1933. 


President. 
































Joint Merchandising Committee 


Activities 


Last minute news from Committee headquarters 


Group Meetings 
ROUP meetings of distributors 
and manufacturers are being 
held in various important centers as 
rapidly as they can be arranged. 

On March 1, a meeting was held 
in Indianapolis. The chairman was 
G. M. Bockstahler. 

James A. Channon, associate editor 
of Mitt Suppties, outlined very 
clearly the Committee program. He 
dwelt at some length on the conclu- 
sions reached by the research com- 
mittee when it was gathering its facts, 
pointing out that the distributor’s op- 
portunity to improve his position in 
our economic structure was never 
more favorable. 

“Back in the boom days,” said Mr. 
Channon, little attention was paid to 
distribution costs. The big job was 
to produce goods fast enough. Users 
wanted merchandise and they didn’t 
care much what it cost them. Manu- 
facturers were too busy manufactur- 
ing to pay much attention to distribu- 
tion. The distributor himself was get- 
ting a good volume of business so he 
didn’t worry much about the large 
volume which was slipping past his 
door. 

“When the reckoning came, how- 
ever,” Mr. Channon went on, “users 
found themselves glutted with mer- 
chandise they couldn’t use, manufac- 
turers were forced to curtail at every 
turn and hence couldn’t provide ade- 
quate distribution service unless they 
were fortunate in having the coopera- 
tion of the distributor. 

“As a result, users began depend- 
ing more and more upon the dis- 
tributor. They found it more eco- 
nomical. Manufacturers, too, began 
seeking the distributor as an outlet 
for his goods. In the past three years, 
the distributor has probably been of- 
fered more worthwhile lines than in 
the preceding 25 years. 

“Tt is apparent, therefore, that the 
distributor, provided he fulfills his 
functions properly, has his greatest 
opportunity for advancement. A co- 
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William E. Cain, executive secretary 
of the Committee 


operative movement, such as the one 
sponsored by the Joint Merchandising 
Committee should certainly be fruit- 
ful now. The idea is sound. Whether 
or not it succeeds depends entirely 
upon the way in which the individual 
members of this industry pull to- 
gether.” 

In addition to Mr. Channon’s talk 
W. E. Cain explained the Commit- 
tee’s present program of action. 

Representatives of the following 
companies attended the Indianapolis 
meeting: Vonnegut Hardware Com- 
pany, W. J. Holliday and Company, 
Central Rubber and Supply Com- 
pany, Dodge Manufacturing Corpor- 
ation, Knapp Supply Company, In- 
dianapolis Belting and Supply Com- 
pany, Northern Indiana Supply Com- 
pany, Indianapolis Brush and Broom 
Company, E. A. Kinsey Company, 
and E. C. Atkins and Company. 


Other group meetings are set for 
Milwaukee, March 7, and Minne- 
apolis March 9, while still others are 
planned soon for St. Louis and Cin- 
cinnati. * * * 


The New Program Has Been 
Well Received 
ETTERS from subscribers to the 
Joint Merchandising Committee 
indicate hearty approval of the new 
program of action announced last 
month in Mii Suppvies. 

Favorable comments have been re- 
ceived from such distributors as H. 
E. Ruhf, Cleveland Tool and Supply 
Company, P. G. Maddock, Maddock 
and Company, A. F. Boettcher, Phil- 
lip Gross Hardware and Supply Com- 
pany, W. T. Todd, Jr., Somers, Fitler 
and Todd Company, E. G. Vonnegut, 
Vonnegut Hardware Company, A. 
W. Clarendon, Hand Hardware Com- 
pany, Harry P. Leu, Harry P. Leu, 
Incorporated, H. H. Kuhn, The 
Hardware and Supply Company, and 
H. J. Menges, Joseph Woodwell 
Company. 

The following manufacturers have 
also put their stamp of approval on 
the new program: James R. White, 
Jenkins Brothers, A. W. Tucker, The 
Henry G. Thompson and Son Com- 
pany, C. W. Titgemeyer, The Os- 
born Manufacturing Company, R. W. 
Hanes, New York Belting and Pack- 
ing Company, and F. V. Jelinske, Ap- 
pleton Car Mover Company. 


* * * 
Slogan Cut Available 
HE slogan cut, “Distributors 


Serve Industry Economically— 
Buy it from the Distributor,” may be 
obtained without charge from the 
Committee. Write W. E. Cain, exec- 
utive secretary, Clark Building, Pitts- 
burgh, for this cut. 

* * * 
What It Costs Plants to Carry 
Supply Stocks 

NE important task which the 

Committee is undertaking is the 
gathering of facts on what it costs 
industrial plants (Turn to page 70) 
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THE SMALL COG COUNTS! 


A small boy’s arm, plugged in a leak- 
ing dyke, saved all Holland from 
inundation. 


In the modern factory the efficiency 
of a whole network of machinery 
may be influenced by the function- 
ing of one relatively unimportant 
cog. 


—a 


During the high production period 





of a few years back many small cogs 
were overlooked. Unessentials ac- 
} cumulated. Cost leaks were not 
¢ plugged. It made little difference, 
for business was good and profit 
margins ample. 


When the old order of things ended, 
industry began the painful process 
of contraction. And now after three 
years it is down to a framework of 
essentials. Deflation has been ac- 
complished. 





Today is stock taking time—a time 
to look ahead and to plan wisely for 
a new era. The successful manu- 


a 


facturer of tomorrow is preparing 
today to meet the more exacting 
industrial standards of a new age. 


7 D RAPIDS MICHIGAN Belt lacing is only a small cog in 
plant operation, but its efficiency is 


a vital factor in the maintenance of 


CAPR ar an unbroken flow of production. 
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Jest Between Us Salesmen 


HEN the editor asked me if 

I’ write a page for Mitt 

SUPPLIES under a nom de 
plume I swelled up with pride and 
said “Okay” before he could change 
his mind and fire me before he had 
hired me. 

The nom de plume is quite essen- 
tial because if the sales manager 
piped by real monicker 
heading this page, my first 
crack at setting down cer- 
tain and sundry paragraphs 
would be my last, both at 
writing and selling for the 
said “S. M.” who’s my 
present Hlawkshaw in try- 
ing to detect orders which 
can be exchanged for cash, 


scrip, “‘i.o.u.’s,” or what 
have you? 
Asked what I was to 


write about the Ed replied, 
“Well, as vou are one of 
hundreds of industrial sup- 
ply salesmen, just give the 
rest of your brother sales- 
men some of your ideas 
which have been of value 
to you in your 25 or 30 
years’ experience on the fir- 
ing line.” 

[ need not tell you brother 
salesmen that our life these 
days is no bed of roses. If 
a dollar will buy almost two 
what it would several years ago, then 
it is equally true we have to work 
twice as hard to get half as much 
as we did before the “Ides of Octo- 
ber, 1929.” 

We sure are “put on the spot” 
these happy days by the Chief and 
his right bower the aforementioned 
“S.M.” which causes me to break 
forth into song in my brewery bary- 
tone thusly : 

“The Big Chief says to analyze, 

The S.M. bellows specialize 
And carry samples as we go, 

From place to place, and 

to and fro, 
Until twixt orders pro and con, 

Our life’s sure not one 

long sweet song.” 
Well, fellows, whose life is sweet 
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By SAM SELLEM 


Salesman 


these days? Let’s be fair with the 
outfit we’re working for. Of course 
we have kicks, lots of them. We 
don’t agree with this idea and can’t 
“see’’ that one. 

But, no matter how hard our lot 
may seem, let’s not forget that we 
are at least getting something for our 
toil, while the “big shots” are going 





“The Big Chief says to analyze, 

The S.M. bellows specialize 

And carry samples as we go 

From place to place, and to and fro, 
Until twixt orders pro and con 

Our life’s sure not one long sweet song.” 


in the red right along. And if they 
are getting anything in the pay enve- 
lope right now, it was probably bor- 
rowed or comes out of reserves 
which are being rapidly depleted. So, 
let’s give the Big Chief a break, quit 
moaning about our lot, and “how 
quiet business is” and resolve to 
work all the harder, increase our 
number of calls per day, get out 
earlier in the morning and stay on 
the job later in the afternoon. The 
law of averages, you know, still does 
count and, the more contacts we 
make, the better are our chances for 
more sales. 

One kick I think we all have and 
that is the amount of clerical work 
we have to do. I refer to “the daily 
report of post-mortems.” Some of 


us spend so much time on these sob 
sheets, telling the boss what we did 
not do, that it cuts our productive 
or at least contact time 10 to 15%. 
What the boss wants these days is 
orders. If we don’t turn in orders, 
it is up to the house to get someone 
who will. Anyone can write alibi 
stories, but getting business is another 
thing. We've got to hit that 
ball or we'll be shunted in- 
to some bush league, which 
wouldn't be so hot. And 
remember, if our batting 
averages don’t go up, we’ve 
got to come down. 

They say the depression, 
an epidemic of fear which 
should be more correctly 
labeled laziness, which has 
been on the circuit for 
some time and is still play- 
ing to full houses will be 
p.o.o.b. (put out of busi- 
ness) by new industries 
cropping up. Well then, 
how about the brewery bus- 
iness? Have you made a 
prospect list of the concerns 
which are, even now, work- 
ing on contracts for re- 
placements or new install- 
ations to manufacture beer ? 
Maybe you circulate in a 
“dry” territory, but watch 
beer! Breweries, in the old 
days, bought scads of our stuff. Per- 
haps they will again. 

Read the list of new incorpora- 
tions in the daily press, too. Some, 
probably most of these new concerns 
will “go boom,’ but even though 
they flourish only temporarily, their 
money is good while it holds out. 
lag some of it. The boss never 
questions a check until it bounces 
back. 

Contact every “old” customer, you 
betcha, but keep your eyes peeled for 
new outlets, also. We are “scout 
cruisers” you know, for the boss. We 
are depended upon to turn in the 
names of new firms and concerns 
making improvements so the office 
can list them properly and do ad- 
vance work (Continued on Page 69) 
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Repeat Orders and 
Satisfied Customers 


are not obtained by selling hack saw blades 
on price. When you sell on PERFORMANCE 
and UNIFORMITY, repeat orders, satisfied 


customers, and secure profits are assured. 


That’s why distributors sell “LENOX”. Years 
of steadfast quality have taught users every- 
where that the LENOX PLAID BOX is 
“THE SIGN OF HACK SAWS THAT BITE 
THROUGH”. Their uniform, super strong, 


speedy, clean cutting teeth afford genuine HACK SAWS 
time saving, money making value. Sell BAND SAYS 


LENOX BLADES for satisfaction and profit. 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS., U.S.A. 


‘The Blade in the Plaid Box” 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Interest in Distribution Costs 
SURVEY conducted by Jron 
Age showed that 223 out of 

370 metal working plants investi- 
gated were setting up, or had set up, 
methods for analyzing distribution 
costs as adequately as production 
costs have been analyzed. This figure 
bears out oft-repeated opinions that 
distribution costs would receive most 
of the attention of business in the 
next 10 years. A few years ago, 
only a very few gave this point any 
consideration whatever. 

Of the 171 concerns which are now 
undertaking distribution costs analy- 
sis, 43 are confining their approach 
to a study of -market areas, 39 to 
product lines and 89 are tackling the 
problem from both directions. 


* * x 


Wholesalers Sell 31% 

ANUFACTURING plants in 

the United States sold 30.8% 
of their production to wholesalers in 
1929 according to the recently pub- 
lished ‘Distribution of Sales of Man- 
ufacturing Plants.” These same man- 
ufacturers sold 21.1% to industrial 
and other large consumers, 19.6% 
direct to retailers, 16.8% to their own 
wholesale branches, 2% to their re- 
tail branches and 1.7% direct to 
household consumers. 

Distribution of 1929 sales to the 
value of $59,354,616,000 are shown. 
This report was compiled by the Bu- 
reau of Census in connection with the 
first census of Distribution. 


cK * * 


Train Guns on Selling 
A‘ editorial in Jron Age quotes 

Granville P. Rogers, manag- 
ing director, Steel Founders’ Society 
of America, Incorporated, as being 
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of the opinion that steel foundries 
must resight their guns on selling 
after having trained them the past 
year on cost reduction. He suggested 
that the time is at hand when those 
responsible for merchandising and 
selling should be put in command 
and went on to say that the problem 
facing steel foundries (and for that 
matter, the entire metal-working in- 
dustry) is not one of production, but 
of development of markets. 

“Don’t sell steel castings,” said 
Mr. Rogers, “find the place where 
they can be used and sell the service 
which they can render under the con- 
ditions to which the machinery or 


product is to be subjected.” 
* Oe 


Competition Needs Diet of Facts 

N a letter to the editor of Iron 

Age, S. T. Hobbs, Worcester, 
Massachusetts, suggests that every 
business man quiz himself on the fol- 
lowing questions, with a view to find- 
ing out just how much he knows 
about his business: 

1. What is the volume of my in- 
dustry in each of the last four years? 

2. Is the industry growing or 
dying? 

3. Is it holding its own proportion- 
ately to general business in compar- 
able lines ? 

4. Is the line scientifically adapted 
to the needs of consumer, merchant, 
jobber or manufacturer? 

5. Is the price structure well adapt- 
ed to the circumstances ? 

6.. What trade channels does the 
product move in? 

7. What is the relative importance 
of each? 

8. What is the trend in each? 

9. What is my individual position 
in regard to the above eight ques- 
tions? 


10. Am I working on any method 
of solving these problems? 

11. Can I adopt a scientific sales 
policy without this knowledge? 

12. Are my competitors and my- 
self versed in the necessities of the 
case, and have they sufficient facts 
for an accurate sales policy? 

13. What is the effect on my com- 
petition if all firms in the trade base 
their acts on ignorance of the basic 
conditions of the trade? 

While obviously written from a 
manufacturer’s viewpoint, there is 
much food for thought for distribu- 


tors in the questions propounded by. 


Mr. Hobbs. 


* * * 


Report on Wholesale Hardware 
Trade 

RECENT bulletin on the 

wholesale trade in hardware in 
1929, issued by the Bureau of the 
Census, reports the total sales of 
strictly hardware items by wholesale 
organizations, operated in all lines of 
trade, as $579,116,000. This amount 
includes builders’ hardware, $94,628,- 
000; shelf and light hardware, $94,- 
627,000; tools and cutlery, $103,488,- 
000; and all other hardware, $213,- 
173,000. 

The report analyzes wholesale es- 
tablishments which specialize on the 
sale of hardware. Total sales for this 
group amounted to $1,023,810,632, of 
which $490,405,469 represented sales 
of hardware and $533,405,163 sales 


of allied commodities. 
* * x 


Wholesale Trade in Paint and 
Varnishes Analyzed 
OMESTIC Commerce for Janu- 
ary 20 announces a study of 
the wholesale distribution of paints 
and varnishes. This study was made 
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PEL BY 2A 


Fifty years ago Old John worked with a Williams’ wrench. 
In itself that might mean anything—or nothing. The sig- 
nificant fact is that today he still uses Williams’. 

In a half-century, new methods and new materials have 
come, new and better Williams’ patterns have been born, 
yet Williams’ reputation for quality and dependability 
remains supreme. 

Williams’ line comprises two distinct types—Carbon Steel 
wrenches and “Superrenches” (chrome-molybdenum)—40 
patterns, more than 1000 sizes. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
75 Spring St. New York, N. Y. 


Western Warehouse & Sales Office—Chicago 
Works—Buffalo, N. Y. 
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BUY FROM YOUR DISTRIBUTOR 
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NOLLOW SCREWS 
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to buyers of 
Hollow Screws: — 
Get samples for test 
from your local Jobber . . . 


not factory- picked SPECIALS 


SAMPLES for trial, test or analysis have always been 
furnished free by Allen, because samples prove what 
words do not, and ALLENS prove what others do not. There 
is just one slant to the sampling stunt that mill supply Jobbers 
should watch. Are the proffered samples from regular Jobbers'’ 
stocks or are they factory-furnished, specially selected? We 
4 could go so far as to “sample” your customers with hand - buffed, 
silver-plated ALLENS but would they be samples? « « « 


THE ALLEN MEG. COMPANY 


HArrrorn, Conn. U.$.A. 


from the recently completed Census 
of Distribution. 

The paint and varnish industry, as 
classified by the Census Bureau, pro- 
duces goods valued at $348,855,000 
in 1931. Manufacturers sold 41.3% 
of this to industrial consumers, 
14.1% to their own wholesale 
branches, 18.4% to retailer, 22.7% 
to wholesalers, 1.9% to their own 
retail stores and 1.6% to home or 
ultimate consumers. This report an- 
alyzes the sales through the whole- 
sale units. 

The total sales of paints and var- 
nishes by wholesale organizations op- 
erating in all lines of trade in 1929 
amounted to $337,452,000. Of this 
amount, $245,642,333 was sold by 
wholesale establishments classified in 
the paint and varnish trade and 
$91,809,667 through other lines of 
trade. 

Further information is given on 
credit policies, merchandising prac- 
tices, operating expenses and sales 
territories. 

* * xX 


Employee Handbooks 
O acquaint employees with the 
ideas, methods and policies of 
the organization they work for and 
to give them a complete understand- 
ing of the rules and regulations of 
the office, store or factory, many 


| companies have published informa- 


tive handbooks of varying types. An 
analysis of the subjects discussed in 
these manuals, their physical make- 
up and the methods used to distrib- 
ute them, is contained in a new re- 
port entitled Employee Handbooks 
published by the Policyholders Serv- 
ice Bureau of the Metropolitan Life 
Insurance Company. The material in 
the report is based on a review of 
selected manuals. 

That these booklets, when properly 
planned, have been found to be of 
distinct value in improving and pre- 
serving relations between manage- 
ment and the individual employee, 
and in increasing efficiency through- 
out the organization, is one of the 
facts revealed by the survey. Some 
of the items that are mentioned in 
representative handbooks, and which 
are discussed in the report, include 
company data, personnel administra- 
tion, employment, remuneration, 
hours and attendance, joint relations, 
health, safety, training and education, 
economic security, services for em- 
ployees, and general instructions. 





i 








UMI 


MARCH, 1933 


> MILL SUPPLIES 
el 5 I SS >, A TT 


Pupishinept 


py 


witiso, The doctors go over a 

USA. deep sea diver, testing 
him for every possible weak- 
ness before he is allowed to 
qualify for his work. They 
know the strain he is going to 
be subjected to — physically 
he must be up to the mark. 


At the Nicholson File Company, 
inspectors go over each Nich- 
olson File with the thorough- 
ness of a medical expert testing 
a deep sea diver. These men 
know what industry demands 
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of its files today — and what 
those files must have is stamina 
and endurance. 


Nicholson Files have qualities 
of stamina and endurance 
which will help your customers 
get a net profit from each filing 
job. And this advertisement is 
selling Nicholson File quality 
in magazines read by your cus- 
tomers. It will help you sell 
Nicholson Files. Nicholson File 
Company, Providence, Rhode 
Island, U.S. A. 
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Newsy facts about industrial distributors 


and their salesmen 











Larry Puchta Retires from 
Queen City Post 
Lawrence “Larry” Puchta, vice- 
president and general manager of the 
Queen City Supply Company, Cin- 
cinnati, has announced his retirement 

due to ill health. 





Lawrence G. Puchta 


Larry, who has been with the com- 
pany ever since his graduation from 
the University of Michigan, has been 
extremely active in organization af- 
fairs in the supply industry. ‘ 

From the date of “Doc” Proctor’s 
resignation as chairman of the Joint 
Merchandising Committee of the 
Mill Supply Business, early in 1931, 
until the convention in Cincinnati 
last year, Larry served as chairman 
of this group, giving freely of his 
time, money and energy to promote 
its success. It was under his leader- 
ship that the survey of the industry 
was completed and plans made to 
promote the distributor as the logical 
distributing agency for industrial 
supplies. 

oo “6 

H. W. Strong, President of 

Strong, Carlisle and Hammond 

H. W. Strong has been elected 
president of the Strong, Carlisle and 
Hammond Company, Cleveland, to 
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succeed L. J. Hammond, who re- 
tains his position on the board of 
directors. 

Mr. Strong was formerly vice- 
president and general manager and 
will, in his new capacity, continue to 
perform the latter duties. 

1K ok co 


W. J. Charles New President 
Penn General Supply Company 

W. J. Charles, formerly vice- 
president and sales manager, has been 
elected president of the Penn Gen- 
eral Supply Company, Pittsburgh, 
and Francis Burke Rogers has been 
appointed secretary. 

Two new salesmen have recently 
been added by this organization. 

* *« * 


Day Rubber in New Quarters 

John Day Rubber and Supply 
Company, Omaha, has moved into 
its new plant at the corner of Tenth 
and Harney Streets. 

The new building virtually doubles 
the floor space formerly occupied by 
the company’s extensive stock of 
belting, hose, hardware and imple- 
ment specialties, mill supplies, indus- 
trial supplies and contractors’ equip- 
ment. The new structure is 66 feet 
by 132 feet, the three stories and 
basement providing a floor space of 
nearly 35,000 square feet. 

The first floor will be occupied by 
offices, display rooms and shipping 
and receiving departments. The sec- 
ond and third floors and basement 
will be used for warehousing pur- 
poses. New office fixtures have been 
provided throughout. 

The John Day Rubber and Supply 
Company was founded in 1909 by 
John F. Day, Sr. The first stock 
was carried in a little building at 
1012 Farnum Street, just west of 
the Burlington Headquarters Build- 
ing. After two years at this loca- 
tion, Mr. Day moved to Tenth and 
Douglas Streets. Again he remained 
here for two years, then moving to 
1114 Jackson Street, where he con- 


ducted his business for five years. 
In 1917, a move was made to 1213 
Harney Street, where the business 
has been conducted for sixteen years. 
All officers of the firm are mem- 
bers of the Day family. John F. 
Day, Sr., is president; S. A. Day 
(Mrs. John F. Day, Sr.) is vice- 
president ; John Day, Jr., is secretary, 
and Howard J. Day is treasurer. 
The company specializes on the 
lines of the following manufactur- 
ers: Boston Woven Hose and Rubber 
Company, Jenkins Brothers, I. B. 
Williams and Sons Company, Ohio 
Valley Pulley Works, J. H. Williams 
and Company, Stanley Electric Tool 
Company, Mathias Klein and Sons 
Company, Greenfield Tap and 
Die Corporation, Williamspost Wire 
Rope Company and the Anes- 
Baldwin-Wyoming Shovel Company. 
Mr. Day is a firm believer in the 
theory that the time to prepare for 
better business is in advance of it. 
On more than one occasion when 
moves have been made to larger 
quarters, they were made in times of 
bad business. Invariably, he believed 
that eventually sufficient business 
would develop to justify the expan- 
sion and each time he has been right. 
MILL SUPPLIEs extends its con- 
gratulations to this enterprising firm 
for its aggressiveness in the face of 
present conditions and for the sound 
planning which made possible this 
move at a time when it can be done 
at the smallest expense. 








MOUNTAIN STATES RUBBER CO 
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Headquarters of the Industrial Supply 

Company, a subsidiary of the Mountain 

States Rubber Company, Salt Lake City, 
Utah. 
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the Boat! 


The turn in the business tide 
has come at last. 


As in the turn in every other 
crisis, the signs of improvement 
are unmistakable. We know they 
are genuine, just as we know that 
the mythical corner, long the ob- 
ject of search, will soon become 
apparent. 


Welcome as this improvement 
is, there are many who will be just 
as unprepared for it as they were 
unprepared for the recession. 











Through necessity we have 
devoted almost four years to re- 
traction. We have become past 
masters in the art of slashing 
expenses. Budgets had to be 


balanced, no matter what the 
sacritice. 





The depression has lett its mark. 
The worry and the grief of the 
past four years will not soon be 
forgotten. The danger is not that 
we will forget too soon but that 
we will remember too long. 


Now that the turn has come we 
must prepare for it. We must look 
ahead, not behind. We must anti- 
cipate the improvement if we are 
going to participate in tt. 
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Those who don’t—those who 
expect fo get caught in and car- 
ried up in the swirl of the upturn— 
will miss the boat. 





Let's apply this reasoning to 
the manufacturers of industrial 
supplies and equipment, and 
particularly to those who sell 
through the industrial distributor. 


It is well known that there is a 
back-log of industrial business 
amounting to many millions of 
dollars. 


Innumerable surveys have 
shown that every conceivable 
expedient has been employed to 
postpone the inevitable purchase 
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of much needed supplies and 
equipment, even to the extent of 
robbing certain machines or de- 
partments of a factory to keep 
others in operation. 


And stocks, both in industry's 
stock rooms and distributors 
warehouses, are at the lowest 
levels in the history of industry. 
Co-incidently, there is hardly a 
manufacturer who has not made 
major changes in his line—at least 
in price revisions if not in new or 
improved designs—during the 
past year or two. 


The industrial distributor faces 
a tremendous responsibility in 
intelligently serving this vast po- 
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tential demand and he is utterly 
unprepared for it. 


Most manufacturers today 
pride themselves on their flexi- 
bility. Few would admit that they 
cannot expand as improving con- 
ditions warrant. But this isn’t pre- 
paredness—it's expediency. Pre- 
paredness means equipping dis- 
tributors now with the information 
they must have to adequately 
serve the backed-up needs of 
industry. 


Few catalogs have been issued 
by manufacturers during the past 
two or three years. This was justi- 
tiable economy. But it is false 
economy to delay placing com- 














plete buying information in the 
hands of distributors today, with 
a method immediately available, 


at only a fraction of the usual 
catalog cost. 


The Mill Supplies Catalog & 
Directory (Twenty-Sixth Edition) is 
to close within the next few days. 
A copy of this invaluable buyers’ 
guide will be placed in the hands 
of every industrial distributor in 
the United States—to remain there 
as his most useful purchasing 
guide tor the next 12 months. 


At a mere fraction of the usual 
catalog cost, the manufacturer can 
insert in this edition a condensed 
catalog exhibit of his line and 
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thereby place immediately in the 
hands of every distributor the in- 
formation which he must have to 
properly secure for you your 


share of the next twelve months’ 
business. 


The flexibility of this opportun- 
ity is almost unbelievable. Almost 
over night your new catalog of 
one page or 200 pages can be 
working for you. Instead of 
months of tedious delay your 
catalog starts to function immedi- 
ately. Reprints in any quantity are 
also immediately available for dis- 
tribution at especially low cost. 


The forthcoming edition of the 
Mill Supplies Catalog & Directory 
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will make its appearance at a 
psychological time. We believe 
it offers an unparalleled oppor- 
tunity for manufacturers to capi- 
talize on the upturn in business for 
the next twelve months, without 
dissipating half or two-thirds of 


that time in waiting for a new 
catalog. 


For manufacturers who desire, 
we can arrange for convenient 
payments out of income instead 
of capital. Immediate action is im- 


perative, however, as forms are 
closing. 


—_ SUPPLIES CATALOG & DIRECTORY 
520 No. Michigan Ave., Chicago 
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RECOGNIZES 





db peeves good times and bad, the pipe in 
industrial plants calls for replacements— 
in air lines, steam lines, process liquor lines, 
plumbing and heating systems. There are, only 
too often, occasions when intermittent service 
makes an even more severe demand upon the 
pipe than continuous use. Plant managers know 
that pipe replacement is an expensive matter 
and for that reason should give to the selection 
of pipe more than passing attention. 

Unless corrosive conditions indicate the econ- 
omy of using an alloy pipe, Republic Steel Pipe 


REPUBLIC 


STEEL PIPE 





REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “Sqpgeery YOUNGSTOWN, OHIO 
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will justify the wisdom of any operator’s selec- 
tion. It is made from the finest open hearth 
steel—butt, lap or electric welded by Republic’s 
patented process. Laboratory control makes it 
homogeneous in grain structure. It is ductile 
and therefore bends and flanges readily. It is 
easy to cut and thread. 

Specify Republic by name on your next order 
for pipe. Let the men who. install it tell you 
about its working qualities, its uniformity, its 
strength of weld. You should carry it in stock 
for the convenience of your customers. 
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The full page advertisement illustrated herewith appeared 


in one of the country’s leading hardware trade journals in 
February, 1933. 


Back of this advertisement there is a quarter of a century’s 


constructive business building on the B. W.H. products,— 
possible only because of B. W.H. policies of working with, 
through and for the mill supply distributor. 


If during these past 25 years we had sold in direct compe- 
tition with this distributor, operated branch stores and 
otherwise forced him to compete with his own source 
of supply for the business in his territory, it would have 
been impossible for him to have said: “We have handled 
the Boston Line of Rubber for 25 years. We know this 
line and back it to the limit.” 


The loyalty of B.W.H. distributors the country over, num- 
bering among them many of the largest and most successful 
mill supply distributors in the United States, is founded di- 
rectly on the fact that we have in turn been loyal to them by 
establishing and maintaining a definite policy of territorial 
protection as a fundamental principle of doing business. 
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A manufacturers’ representative must have something to deserve the honor here be- 
stowed on Dan McMahon of the Quigley Company by members of the Ross Will- 


oughby Company, Columbus. 


Standing, left to right: Walter Gilham; Charles Rob- 


inson; R. W. Martin, sales manager; H. W. Volker, assistant sales manager; R. D. 
Hennon; and D. T. Johnson. Mr. McMahon is the gentleman with the spats. 


Klinger-Dills Tackles Extra Work 
During the month of February, 
the belt shop of the Klinger-Dills 
Company, Dayton, Ohio, was busy 
assembling four special rotary dis- 
play stands and 24 two-motion dis- 
play trucks for the advertising de- 
partment of a large manufacturer. 

“While this may seem a far cry 
from our regular line of business,” 
said P. W. Klinger, president, “the 
job offered some outlet for materials 
from our own mill supply department 
and served to keep the belt shop 
force profitably occupied.” 

All forging and machining was 
done outside, the Klinger-Dills force 
merely performing the assembly 
operation. 


Duncan to Hold Industrial 
Supplies Show 

R. C. Duncan Company, Minne- 
apolis, will hold the second annual 
Northwest Industrial Supplies Show 
on its premises from May 16 to May 
19 inclusive. 

The show consists of not only dis- 
plays of various products but also 
instructive demonstrations and novel 
applications. 

A check-up was made to determine 
whether or not a real desire for such 
an exhibit existed. From those who 
attended last year, from manufactur- 
ers and from members of the Dun- 


can staff, the answer was a loud 
affirmative. 
ok * * 


General Machinery Opens Branch 

General Machinery Company, Spo- 
kane, Washington, has recently es- 
tablished a branch store at Pullman, 
in the heart of the wheat growing 
districts of eastern Washington and 
northern Idaho. 

This branch holds the Caterpillar 
Tractor franchise for the territory. 
Future plans call for a complete line 
of equipment and supplies to fit the 
needs of this region. 

E. J. Simons, Jr., vice-president of 
General Machinery, is in charge of 
the Pullman operations. 

* cK 
Northwest Logging Gains 

There has been a modest resump- 
tion of logging in the Pacific North- 
west, according to a report received 
from L. G. Isaacson, president of the 
company bearing his name in Aber- 
deen, Washington. Lumber mills are 
reported to have received a consider- 
able number of inquiries and some 
few orders have been booked. 

Mr. Isaacson feels that a continua- 
tion of the “Buy American” move- 
ment can only retard the return of 
prosperity, his opinion being based 
on the premise that we can only be 
prosperous when we deal with all 
civilized nations. 


Sixtieth Anniversary Promotions 
at Buford Brothers 

Effective January 25, several 
changes were announced in the per- 
sonnel of Buford Brothers, Incorpo- 
rated, Nashville, Tennessee. 

Lloyd Smith, formerly sales man- 
ager, was elected to the post of gen- 
eral manager. S. L. Watson, former 
service manager was advanced to fill 
the vacancy created by Mr. Smith’s 
promotion. Carl Gable was appoint- 
ed service manager. Promotions all 
along the. line were made to fill 
vacancies created by these step-ups. 
Buford, who remains as 
executive vice-president, proudly 
points to the fact that 1933 marks 
the sixtieth anniversary of the found- 
ing of Buford Brothers. 

A slogan, which has been adopted 
for 1933, reads, “Sixty years in busi- 
ness—still going strong!” 

Buford Brothers, in addition to 
handling industrial supplies, carry a 
line of wholesale hardware of the 
heavier type and automotive supplies. 


Brown 


* * 


Barrett-Christie Catalog E-2 Now 
Being Distributed 

The Barrett-Christie Company of 
Chicago just recently received from 
the publishers their catalog E-2. 
Many lines in this catalog are fea- 
tured with special page headings. 
This was done to emphasize their 
importance and to give individuality 
to the book. 











The catalog covers a very complete 
line of pipe-threading machines, mill 
supplies and steam specialties. It 
contains 460 pages and was printed 
by The Cuneo Catalog Service Com- 
pany of Chicago. 
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F. L. Alcus, formerly vice-president of 
the Carbine-Harang Machinery and Sup- 
ply Company, New Orleans, has taken 
over the business of that firm and is now | 

operating it under his own name. 





Two New Lines for Somers, 
Fitler and Todd 

Somers, Fitler and Todd Company, 
Pittsburgh, has been appointed ex- 
clusive distributors of Ventube, 
manufactured by the E. I, DuPont 
de Nemours Company. This equip- 
ment is used for auxiliary ventilation 
in coal mines and tunnels. 

This company has also taken on 


the distribution of a wiper line manu- | 








factured by the Beacon Wiper Sup- | 


ply Company of Chelsea, Massa- | 


chusetts. 
* ~ * 


Strong, Carlisle and Hammond 
Distributes New Lines 
Strong, Carlisle and Hammond 
Company, Cleveland, are now dis- 
tributing sanders and Speedomatic 
saws manufactured by Porter-Cable- 
Hutchinson Company and Weather- 
head tube fittings, according to a re- 
port received from E. E. 
manager of the mill supply depart- 
ment. 
* oK * 
Bailey-Lebby Company 
Liquidating 





Stvan, | 


A report from J. W. Reynolds of | 


The Bailey-Lebby Company, Charles- 
ton, South Carolina, indicates that 
that organization, on February 1, 
decided on voluntary liquidation of 
its business. 
2 

Smith-Courtney Adds Line 

Smith-Courtney Company, Rich- 
mond, Virginia, is now distributing 
the line manufactured by the Key- 
stone Driller Company. 





...1S ANOTHER 


WORD FOR 


SAFE 


A Yale Chain Hoist never drops its 
load. 


Yale distributors, therefore, provide 
not only the utmost in speed, power 
and efficiency, but also the utmost 


in SAFETY. 


When you sell a YALE Ball Bearing 
Spur Geared Chain Hoist you sell 
accident prevention . . . "FROM 
HOOK TO HOOK A LINE OF 
STEEL." 


YALE Distributors are backed by 
the oldest, largest and best known 
manufacturer of Chain Hoists and 
allied equipment. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Electric Hoists and Trolleys. 

















































































‘Territorial Sales Indicators 











North Atlantic States 


Again the eastern states suffered a falling off in sales as compared with the previous 
month. However, the loss this month was not as serious as that suffered in December, the 
Indicator dropping 1.4 points to 31.8. Advance reports on February sales indicate that a 
majority of distributors feel that sales will be at least as good if not a little better than 


they were in January. In four or five different localities, however, decreases of from 5% to 
10% are expected. 





Southern States 


-m in Although the southern territory maintained its leadership which was established two months 
ago, a considerable loss from December sales was suffered by the group reporting. The 
ps Indicator for January sales rests at 42.8. Reports on February sales, based on first 15 
days and estimates for remainder of the month, indicate a slight gain over January. How- 

ever, further drops are contemplated in a few territories. 


Middle Western States 


The only group to buck the trend, the middle western states Indicator was shoved from 
31.2 for December sales to 36.1 for January. The downward trend so evident since last 
October had every appearance of being stopped when this gain was registered. However, 
the banking crisis which have taken place in many cities in this territory during February, 
will undoubtedly cause the Indicator for February sales once more to break downward. 
Most localities are looking for losses of 10% or more. 


Western States 


Despite early month indications, which showed a probable ‘increase in January sales over 
December, the end of the month found the western states Indicator once more pushed to 
a new low for all territories, 21.0. Early reports on February sales fail to show promise of 
any gain in that month but do not indicate further loss of any consequence. 


Pacific Coast States 


The first serious drop registered by Pacific Coast States may be charged off, in part, to a 
seasonal trend evident in all sections at this time of year. Nevertheless, the Indicator reg- 
isters January sales at 32.4, quite a serious loss as compared with December. Furthermore, 
se little hope is held by distributors reporting for any considerable gain during February. 
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THERE IS 
IN 
DIFFERENCE 


Sat TOOLS may all look alike, but results prove that there is a 
difference. In the case of Morse Tools that difference shows itself in 
longer working life, decreased production costs. 


Morse advertising, is helping, you to sell by featuring this slogan in lead- 
inB consumer magazines: THERE IS A DIFFERENCE. Your small 
tool sales will react favorably if you follow the Morse line of attack. 


MOR S E& 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS.,U.S.A. 
New York Store, 92 Lafayette Street Chicago Store, 570 West Randolph Street 









aiv Morse Bite 


trie lructe s 


vh Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 











New and Improved Industrial Products 











New Centrifugal Pumps 





NEW series of ‘“Flexi-Unit” cen- 

trifugal pumps has been added to the 
line of single-bearing vertical type 
Gould’s centrifugals. Casings, volutes 
and impellers are identical with the orig- 
inal line but the new pumps are equipped 
witrk an improved pedestal type of 
mounting support which carries two ball 
bearings, spaced sufficiently apart to give 
a firm, rigid support to the pump shaft. 
New models are built in sizes from one 
to eight inches and are capable of han- 
dling a range of liquids from clear water 
to paper pulp or grain mash. Capacities 
run up to 4,500 gallons per minute.— 
Goulds Pumps Incorporated, Seneca Falls, 
New York. Mitt Suppties, March, 1933. 


Submerged Cutting Machine 





NEW machine, recently placed on the 

market, is said to be capable of cut 
ting a wide range of materials, such as: 
metals, alloys, stone, asbestos, rubber, 
porcelain, glass, bakelite, marbelite and 
phenol resin. The cutting is done with 
the piece immersed in a bath, by a thin 
wheel or disc rotating at high speed. This 
principle, of course, eliminates dust. The 
bath also is said to increase the life of 
the wheel. Cutting stroke is automatic 
once the machine has been set. As the 
material is not visible to the operator, a 
pilot light indicates when the cut has been 
completed. Thin cutting wheel reduces 
material lost in cutting —Andrew C. 
Campbell, Incorporated, Bridge port, Con 
necticut. Mitt Suppriies, March, 1933. 
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Speed Reducer 





T= motorized speed reducer is said 
to be highly efficient and suitable for 
all types of installation. All bearings are 
anti-friction and are equipped with oil 
and dust-proof housings. Steel worm is 
hardened and ground while the worm 
gear is of high quality bronze. Reducers 
are made both horizontal and vertical and 
range in capacity from fractional horse- 
powers up. Units include recognized 
standard makes of motors, both alternat- 
ing and direct current. Free floating of 
the motor shaft is provided. Double 
safety guard prevents oil from entering 


the field of the motor—Foote Gear 
Works, Chicago, Illinois. Mitt Svup- 
PLIES, March, 1933. 


New Planer Knife Steel 


A= "W steel, designed for use in planer 
knives, is said to have proved itself 
highly efficient in tests made by large 
lumber mills. Under the microscope the 
new steel shows a different structure from 
high speed steel although it contains al- 
loys used in making the latter product. It 
has the same hardness but is said to give 
better resistance to the friction and abra- 
sive action developed in planing when the 
knives strike the surface of the lumber 
at great speed. In addition, the manufac- 
turer states that planer knives made from 
this material are more easily sharpened 
than are those made from high speed 
steel—Henry Disston and Sons, Incorpor- 
ated, Philadelphia, Pennsylvania. Mir 
Suppiies, March, 1933. 


New Rotary Pump Line 





EATURING capacities from one gal- 
lon per minute to 200 gallons per 
minute and pressures up to 4000 pounds 
per square inch, a new line of hydraulic 
pumps and motors of the rotary radial 
piston type has just been introduced. 


Volume of discharge can be changed to 
deliver any amount from nothing to the 
maximum capacity of the pump and the 
discharge can be reversed without stop- 
ping the pump or changing the speed or 
rotation. Outstanding characteristics in- 
clude: sensitive control of speed by pump 
discharge regulation; automatic speed 
increase; constant lubrication by oil hy- 
draulic medium; low power cost insured 
by small prime mover; and complete 
freedom from fire hazards. All pumps 
are fitted with nitralloy and incorporate 
a balanced pressure design to prevent 
heavy bearing loads at high pressures.— 

Northern Pump Company, Minneapolis, 
Minnesota. Mitt Suppwies, March, 1933. 


Stainless Tape Rule 





Ts new tape rule, of a type which 
has proved popular in the last year 
or two, is made of stainless steel. Both 
blade and case are made of this material 
to prevent rusting when rule is subjected 
to dampness. The stainless steel, will, of 
course, remain in its original state with- 
out any special care. Item is known as 
“Crescent” all stainless tape-rule, Num- 
er S-696.—The Lufkin Rule Company, 
Saginaw, Michigan. Mit Svuppties, 
March, 1933. 


Convertible Multiplehead Airguns 
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WO new convertible multiplehead air- 

guns are especially designed for ap- 
plying such heavy materials as deadener 
compounds, cement wash, refractory ma- 
terials, emulsified asphalt, heavy lubri- 
cants, roofing and waterproofing com- 
pounds. All working parts are made of 
hardened steel. Thread and mechanism 
are completely enclosed for protection 
against damage and to prevent clogging. 
Gun body is machined from solid brass. 
Swivel fluid inlets are set on an angle 
to induce a rapid free-flow of material. 
Automatic compression needle packing 
prevents “freezing” and prevents leaking. 
Model VVE requires 18 to 36 cubic feet 
of air per minute; Model VVF requires 
up to 48 cubic feet of free air per min- 
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ute—Paasche Airbrush Company, Chi- 
cago, Illinois. Mit Supprries, March, 
1933. 
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SAY -- WHA DID YOU SELL ME 
--A SILK HOSE 7? 














\OF GOOO BUSINESS 








_ THERE GOES A Goop CUSTOMER--)|| YOU'RE THE MAN 1 WANT To SEE 
A BAD HOSE WASHES OUT 


A LOT --NO MORE HALF BAKED HOSE 
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The New Thermoid Moulded 
All-Rubber Garden Hose 








Thermoid Moulded Garden Hose builds and holds business 

for you and for your customers. Hose gets plenty of abuse 
. lots of hard wear . . . and Thermoid Moulded Garden 

Ilose withstands both! . 


The Thermoid line is a complete line . . . an established line 

. and one which carries a worth-while margin of profit. 
Built as only Thermoid can build it . . . this moulded garden 
hose makes friends of those who use it . . . and makes money 
for those who sell it! 


THERMOID RUBBER COMPANY 
Factories and Main Offices - Trenton, N. J. 
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BELTING and PACKINGS 














New and Improved Industrial Products 











Two-Speed Drum Hoist 








ESIGNED to successfully meet a 

condition where headroom is limited 
and maximum lift is required, this new 
drum hoist is a combination of the “Cy- 
clone” wire rope hoist and a geared 
structural carriage. Hoisting unit is 
equipped with a dual chain sheave and 
two pendant hand chains. Larger sheave 
provides low speed ratio for capacity 
loads; the smaller sheave is used for light 
loads and works ona high ratio. Capaci- 
ties range from three to 30 tons. Weston 
type disc brake insures absolute load 
holding capacity. Anti-friction bearings 
are provided at each rotating point. 
Hoisting mechanism operates in a grease 
bath in an oil-tight housing—Chisholm- 
Moore Hoist Corporation, North Tona- 
wanda, New York. Mitt Suppties, March, 
1933. 


Free-Wheeling Clutch 





REE-Wheeling 
plied to industry. 
use on dual drive pumps, fans, generat- 
ors, printing presses and paper mill ma- 
chinery, is made in standard sizes from 


has now been ap- 


A new clutch, for 


fractional horse-power to 500 horse- 
power. Special clutches for synchronous 
condenser operation of steam turbine 
generators and other special applications 
involving greater horse-power capacities 
can be furnished. Savings are effected 
on a dual drive machine by automatically 
cutting the dead prime mover from the 
load. Clutch is designed to be used in 
place of a flexible coupling. All wearing 
parts are made of hardened steel ground 
to exact shape and contour. Clutch is 
filled with grease and is said to require 
no more attention than any lubricated 


flexible coupling—Kelpo Clutch Com- 
pany, Rockford, Illinois, Mitt Suppties, 
March, 1933. 
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Improved Cone Belt 











ARCHED RUBBER REINFORCEMENT, 


WEAR RESISTING EDGE 
LATERAL STIFFENING PLY 
WHIPCORD TENSION BOOY 


MEAT DISSIPATING TIE GUM 
RUBBERIZED DUCK 


RUBBER BREAKER CUSHION 


M“40k improvements which are said 
to increase its service life from four 
to eight times have been made on Con- 
dor whipcord cone belt. The strength 
member of the belt consists of a layer of 
closely spaced pre-treated whipcord, 
wound continuously and completely im- 


bedded in rubber. Low inelastic stretch, 
high degree of bending flexibility, 
wide margin of tensile strength and 


effective resistance to distortion and 
wear from shifters are claimed by the 
manufacturer. Belt is made in 16 stand- 
ard sizes which provide a belt that will 
fit all cone drives without change in the 
pulley set-up.—Manhattan Rubber Manu- 
facturing Division, Passaic, New Jersey. 
MILL SupPtiegs, March, 1933. 


Self-Tapping Cap Screws 





NEW line of hex head, hardened, 

self-tapping cap screws is made ina 
complete range of sizes from number 6 
to %-inch diameter. These screws are 
said to cut their own thread in the ma- 
terial as they are turned in, thus elimi- 
nating the costly tapping process. Screws 
are particularly well adapted to making 
fastenings to sheet metal from 24-gage 
to 10-gage; to steel plate and structural 
shapes up to %-inch thick; and to solid 
sections of brass, bronze, aluminum and 
die castings, slate, transite board and 
ebony asbestos, —Parker-Kalon Corpora- 
tion, New York, New York. Mur Svupr- 
pLies, March, 1933. 


Aluminum Coating 


NEW aluminum coating, which is be- 

ing used to paint the motor block, 
manifold and exhaust pipe on the 1933 
Dodge cars, is said by the manufacturers 
to be applicable to all surfaces, either in- 
side or out. Dodge engineers subjected 
this coating to a 200 hour test during 
which manifolds reached a temperature of 
1400 degrees. The coating is ready-mixed 
in a synthetic resin vehicle. By use of 
Permite thinner just the right consistency 
can be obtained for spraying, brushing or 
dipping. Permite Resalum is made in two 
grades—heat-resisting and non-corrosive 
—Aluminum Industries, Incorporated, Cin- 
cinnati, Ohio. Mitt Suppties, March, 1933. 


Tube Couplings 


ADS patented tube coupling, 
Hi-Duty, is said to have numerous 
applications among which are: use on 
copper, Shelby, aluminum, Bundyweld, 
Everdur, monel and steel tubing for auto- 
mobiles, trucks, tractors, busses, air- 
planes, air compressors, machine tools, 
motor boats and gas engines. The cou- 
pling has been thoroughly tested in the 
laboratory and results compiled. Special 
machines were constructed to make vi- 
bration, tensile and hydrostatic tests.— 
Imperial Brass Manufacturing Company, 
Chicago, Ill. Mitt Suppties, March, 1933. 


Chain Hoist 





| Dag sarang with Timken bearings and 
featuring extremely light weight, this 
new high speed hoist is made in all stan- 
dard capacities from %-ton to 20 tons. 
Stub tooth spur gears are drop forged 
from U. M. A. alloy steel and hardened 
and ground. Alemite-Zerk fittings provide 
pressure lubrication to all bearings. Cover 
is drop forged. Cam shaft is supported 
by Timken Tapered roller bearings. Load- 
sheave is reversible so that when pockets 
become worn, sheave may be reversed, 
permitting opposite side of pockets to 
take wear. Hook and shackle are drop- 
forged steel—David Round and Son, 
Cleveland, Ohio. Mitt Suppttes, March, 
1933. 
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Deming Turbine Inquiries Show 


Big Increase This Spring! 











Deming Turbine Pumps We are receiving more 


furnish a Reliable and inquiries this spring for 


Economical Water turbine pumping equip- 


Supply for: ment from all parts of 


the country, than ever 
Dairies ¢ Laundries 


before, and we will be 
Factories 


interested in hearing 
Railroads « Mines 


from supply houses which 
Hotels - Resorts 


are equipped to handle 
Golf Courses 


this type of equipment. 
Country Estates 
Irrigation Service Some very desirable 
Ice Plants 
Office Buildings 
Chemical Plants 
Textile Mills 


Municipal Service 


territory is still available. 


It is to your advantage 
to investigate the 


Deming proposition. 


Hospitals - Theatres 


Write us today 
for full details. 


Canneries e Etc. 





Deming-Mueller Double 
Suction Centrifugal Pumps 
(Ball Bearing Equipped) 


Deming-Mueller Side-Suction 
Centrifugal Pumps 
{Ball Bearing Equipped) 


(WATER LUBRICATED) 


THE DEMING CO. = Sutblished sso SALEM, OHIO 











New and Improved Industrial Products 











New Screw Drivers 











NEW line of screw drivers combine 

a tip and bar of high quality steel 
with a shock-proof handle which is said 
to be practically unbreakable. Tips are 
hot forged and specially heat treated for 
toughness. Angle of taper is designed 
to give maximum strength. Blades are 
forged from special steel, tempered over- 
all and solidly anchored on the handles. 
A bolster forged integral with the blade 
prevents driving it up into the handle. 
Bolster also adds massiveness at the 
right point to materially strengthen the 
bar when used for prying. Handle is 
made of a special amber-colored compo- 
sition called “Stanloid’”, which is said to 
be unusually tough and will not soak up 
oil or water. Line consists of five styles: 
heavy round shank, heavy square shank, 
electricians’ round shank, adjusting and 
pocket type with pencil 
Tools, New Britain, 
Suppuigs, March, 


Connecticut. 


1933. 





Thickness Measure 
ANUFACTURER claims that this 
new thickness gage is easy to read, 

accurate, speedy, convenient to use and 
carry, durable and adjustable. The spin- 
dle is raised to open anvils by turning 
operating wheel at top. Anvils close with 
uniform spring tension when operating 
wheel is released, eliminating element of 
personal touch. Dial graduated in thou- 
sandths and measurements in half-thou- 
sandths are plainly indicated. Made of 
non-rusting metal and furnished with un- 
breakable crystal. Pointer is adjustable to 
zero on the dial by turning screw to raise 
or lower the bottom anvil. All parts are 
replaceable. Due to its thin construction, 
light weight and compactness, this gage 
is said to be ideal for salesmen, inspectors 
and mechanics.—B. C. Ames Company, 
Waltham, Massachusetts. Mitt Suppties, 
March, 1933. 
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clip.—Stanley 
MILL 


Power Adapter 
re HIS power adapter makes it possible, 


by using a %-inch electrical drill, for§ 


the user to have a portable %-inch to 
2-inch electric pipe machine. Operating 
speed of die head, under load, is from 10 
to 15 revolutions per minute depending 
upon size of drill used, line voltage and 
condition of dies. Adapter will cut right 
or left hand threads and is reversible for 
backing off. Driving spud to fit all stand- 





ard drill chucks is furnished with each 
adapter. Adapter is sold separately from 
the base. Feet of the base are cored out 
to take legs of standard one-inch pipe, 
thus forming a substantial work bench. 
Weight of the adapter is approximately 
27 pounds—of the base, only 14 pounds. 
Aluminum alloys have been used to keep 


weights low—The Borden Company, 
Warren, Ohio. Mitt Suppiies, March, 
1933. 


Worm Gear Reducer 





NEW 
type motorized reduction units covers 
ratio ranges from four to one up to 60 to 
one in the single reduction style and up to 
3600 to one in the double worm reduction 


line of radiating worm gear 


type. The radiating case design is said 
to result in greatly increased heat radiat- 
ing capacity which materially increases 
the continuous load ratings of these 
units. Reducers can be used for right 
angle, straight line or offset drives, either 
horizontal or vertical. Anti-friction bear- 
ings are used throughout in standard 
units but sleeve bearings can be supplied 
for special applications where extreme 
quiet is essential. It is claimed by the 
manufacturer that practically every ap- 
plication of power delivered at slow 
speeds may be accomplished with one of 
the various units of the line—Foote 


Brothers Gear and Machine Company, 
Chicago, Illinois. Mitt Suppriies, March, 
1933. 





NEW electric hammer, which can 

also be used as a drill, has been re- 
cently introduced. It is claimed by the 
manufacturer that the tool will drill, chip 
and channel concrete, brick or wood and 
that it is especially adapted for plumbing 
and electrical work, installation of ma- 
chinery and office partitions, and hanging 
signs and awnings. The hammer will 
chip steel and drive light rivets. In hard 
limestone, the tool drills a 34-inch hole, 
13%4-inches deep in one minute using a 
standard taper shank drill with holder. 
Overall length is 18-inches. Strikes 3000 
blows per minute. Weight complete, 16 
pounds. Following equipment included 
with each tool: %-inch Jacobs chuck; 
star drill; tool holder; ejector pin; and 
carrying case.—/ndependent Pneumatic 
Tool Company, Chicago, Illinois. Mit 
Suppies, March, 1933. 


Portable Arc Welder 





[ NCREASED capacity and welded con- 
struction throughout feature 1933 Ho- 
bart arc welders. All interior parts are 
completely protected; ventilation is pro- 
vided at three points; central panel con- 
veniently located on top of machine; and 
two-way instruments provided, Diverter 
pole design is said to result in less stick- 
ing and splattering, better and smoother 
welds, greater ease in striking and main- 
taining the arc. Dual control of welding 
heat is made possible by the field rheo- 
stat operating independently in all three 
ranges. Dial-rheostat-unit is easily de- 
tachable to provide remote control. Polar- 
ity selector switch, handily located on 
control panel, reverses direction of the 
welding current. Double scale meters in- 
dicate direction of current flow. Switch 
can be turned to neutral position to stop 
generation of welding current when it is 
desired to have machine run idle. Eff- 
cient load distribution is effected by use 
of oversize ball bearings mounted at the 
end of the heavy-duty single unit shaft. 
—The Hobart Brothers Company, Troy, 
Ohio. Mutt Suppries, March, 1933. 
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BELMONT 


Sales assistance through our 
Factory Trained Representa- 
tives Engineering Dept. at 
your disposal. Sales cooper- 
ation. Market determination. 
Sales manual. Consumer ad- 
vertising. Definite, under- 
standable and helpful sales 
plan. 





to help you make money 
a L M O N T are being sold in territo- 


ries everywhere. The rea- 
PA Cc K | N G S son these sales are being 
made is because (I) We 
break down sales resistance (2) We open up your 
market by a well prepared and successful plan (3) 
W k + Id b ee lit Style No. 110 
e keep your customers sold by giving you quality x Geena Tillie 


that satisfies. Meets, fully, the exacting require- 
ments of air compressor application. 
Resists dry heat. 





If you will follow this plan, sales will follow your calls. 
Note how we have considered every angle of selling, 
how we have actually gone into your territory ahead 
of you to pave the way and how we give you prac- 
tical sales ammunition. 


The Belmont Sales Plan is modern—a 1933 develop- 
ment—designed to meet today’s sales needs. 


Get the facts—let us tell you about it in detail—get 





Style No. 20 





the Packing business in your territory—it will pay you High-pressure Asbestos Packing 
to investigate. Designed i aks same ce ge 
sures of steam and gas, 
THE BELMONT PACKING & RUBBER CO. 
BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 
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makes work easier * 
vin products better 


UST consider the advantages of Bristo Cap and Set Screws... 
what the unique socket head may mean to your customer's 
work or products— 


Faster handling! No fumbling . . . even in unhandy places the 
Bristo Wrench automatically slips into the dovetailing flutes of 
the Bristo screw socket. No need for care . . . abuse that goes with 
speed will not damage the socket. 


A tight set and positive hold! All the force needed may be 
applied without danger of injuring the socket. 

No jammed screws! A BrisTo socket cannot round-out, break or 
spread. The sides of the screws receive no strain, since the unique 


design guides the power around in the direction in which the 
screw turns. 


No tampering! The unusual socket discourages unauthorized tam- 
pering—even though a file or bar will work the screw. 


Longer wear and Neater appearance! 
Where screws get hard service Bristos 
will wear longer. Where screws are 
visible, Bristos offer distinctive ap- 
pearance. 
Cost no more! With all of these ad- 
vantages Bristo Cap and Set Screws 
cost no more than ordinary screws. 
other designs, Also they can be obtained in a wide 
range of sizes—several under 4 inch. 
Write for free samples and full infor- 
mation. Also ask for a sample of 
BrisToL’s Steel Belt Lacing. Easier to 


es € 
PT : 
apply, it holds like a bull dog. 


THE BRISTOL COMPANY, WATERBURY, CONNECTICUT 
Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis, San Francisco 





WHY THEY’RE BETTER 


Compare direct 
turning pressure 
of BRISTOS 


with—below, 





sidewall pressure of 











TRADE MARK 


BRISTO 


REG. U.S. PAT. OFF. 


Hollow Safety Socket Head 
SET SCREWS CAP SCREWS 





>| The O. Iber Company, Chicago, is oper- 


ated entirely by men. The above group, 
snapped while in the throes of inventory 
taking, features, left to right: O. W. 
Davis, O. Iber; C. E. Shaw, Manufac- 
turers’ representative; J. Zuppert; W. L. 
Paterson; D. L. Eckholm; I. T. Bastman; 
W. O. Goll; T. E. Spriggins; E. Lindahl; 
A. Wall; and A. E. Waldschmidt. 





Well Machinery and Supply 
Issues Catalog 

The Well Machinery and Supply 
Company of Fort Worth, Texas, are 
distributing a 646 page catalog cover- 
ing a general line of mill supplies 
and well machinery. The following 
lines of their own manufacture 
are illustrated and described: Fort 
Worth spudders and pullers, drilling 
tools, Calumet meters, leather belt- 
ing and Cypress tanks. 

The Well Machinery and Supply 
Company was formerly known as the 
Fort Worth Well Machinery & Sup- 
ply Company. This company was 
organized in 1909. However, a much 
earlier beginning might be claimed, 
owing to the purchase of two other 
old manufacturing and supply con- 
cerns in north Texas, The Gamer 
Manufacturing Company and the 
| Texas Manufacturing Company, the 
origin of both of these companies 
dating back to the 19th Century. 

The Cuneo Catalog Service Com- 
| pany of Chicago, were the pub- 
| lishers. 








| E. BE. Stvan, left, and T. W. Carlisle of 
| the Strong, Carlisle and Hammond Com- 
pany, Cleveland, look over salesmen’s re- 
ports and discuss ways and means of 
building up volume. 
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MORENO IT Tie i ON 


Drop 
Forged 
Alloy Steel 


DROP FORGING 


alone assures fine 








eee 


grain structure and 
soundness; therefore 
drop forged Alloy 
Steel Valves and Fit- 
tings are better than 





ER? REST 


cast valves and fit- 
tings for high pres- 


sure and high tem- 





Senet eed leone k 
Fittings, le" Nain perature Work. 
: ‘vihengy y= Bewe 
f ons Dee Fete . ss - 
t ese, Host Ex Write for Catalog F-7 
HENRY VOGT MACHINE CO., Louisvitte, KENTUCKY 
New York ” diikieme Cleveland Philadelphia Dallas 


Oil = Steam = Water + Gas «= Air « Chemicals 
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Today It Must Be Steel 





Patented and 
Patents Pending 


“HALLOWELL” STEEL WorkK-BENCH 


The ready-made, shipped out of stock “HALLOWELL” Steel 
Bench Equipment has already made such headway that you 
ought to give it serious consideration in case you haven't 


done so. 


The “HALLOWELL” Line is an _ honest-to-goodness money 
maker, but as this space is entirely too small to tell you all 


about it, be sure to write us for our 


BULLETIN 445 and others 





Qur BEsT SELLERS: 


“HALLOWELL,” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL?” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmission Appliances 





WHY DON’T YOU GET ON THE BANDWAGON? 











STANDARD PRESSED STEEL CO. 








BRANCHES BRANCHES 
sosTon JENKINTOWN, PENNA. NEWYORK 
DETROIT BOX 519 ST.LouIs 











“~T 
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At the right, pretty much in the shadow, 
is L. G. Olson, of the Olson Manufac- 
turing Company, Boise, Idaho, and now 
comes the tough part. At the left is one 
of his valued assistants but the paper 
which bore his name blew out of the car 
as our photographer was going over the 
cut-off from Burley to Ogden and now lies 
somewhere in the desert. At least, that is 
the story that reached us and it will have 
to stand until we can find out for ourselves. 


Erskine-Healy Pushing Goulds 
Pumps 

Erskine-Healy, Incorporated, Ro- 
chester, New York, has taken on the 
distribution of Gould’s industrial 
pumps. An aggressive sales promo- 
tion campaign employing direct mail 
effort and concentrated sales work 
is being planned. 

Three Erskine- Healy salesmen 
were sent to the Goulds sales school 





| at Seneca Falls on February 23, 24 


and 25. 
t+ ok * 
Fred Snyder With 
William H. Taylor 
Fred L. Snyder, who for many 
years was with the Crescent Belt 
Fastener Company, has become asso- 


| ciated with William H. Taylor and 


Company, Incorporated, Allentown, 
Pennsylvania, as a_ transmission 
specialist. 





| The old familiar buyer and seller scene 


is caught by our wandering news camera- 


| man. Nathan Brown, Barrett-Christie 


Company, Chicago, is discussing brass 


| bolts with W. J. Taylor of the H. M. 


Harper Company. 
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_...LOW TENSION operation eliminates outside 


ruptures, and gives 3 to 4 times longer fastener life 
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A 75 horsepower 
motor installation 
equipped with a 
14” 6-ply Com- 
pensated Belt. 
Note small drive 
pulley. Plant engi- 
; neer reports “belt 
f shows no oppreci- 
able slip or wear 
after six months 
steady running.” 








GAWSYTAY 
P - PAT. APPLIED FOR 
{ TRADE MARK 


Jobbers of the Condor Line are now featuring the newly- 
developed Compensated Belt, which has ten advantages 








Sage 





i Standard Belt C. |. Air Tubing 
over standard rubber belting. rec ee 
V-Belt Hydraulic Hose 
. Conveyor Belt Packers Hose 
Every item of the Condor Group—many known to Indus- Cone Belt goo 
try for over 40 years—is individually suited to a wide ton Sand Blast Hose 
t 5 Danbntines tne Sand Suction Hose 
range of mechanical requirements. Textile Mill Specialties Steam Hose 
Creamery Hose prin abencon 
1 . —" Dredge Sleeves ute Lining 
Our jobbers receive the benefit of our specialized re- Asbestos Brake Blocks Launder Lining 
; . . Industrial BrakeLining Garden Hose 
search and engineering developments, as well as the 
i support from a consistent cooperative merchandising Other MANHATTAN Products 
¢ and service policy. Conveyor Belts Matting 
Other Grades of Hose Pump Valves 
a P , Suction Hose Tubing 
Write for details of the Condor Franchise and our Oil Hose Washers 
‘ ° e Packing Molded Goods 
latest engineering development—the ere 


Oilless Bearings 
Cited 0 Belting of Every Description 
Fema iiast Wa rae " 9g y P 
=e RE Te Molded Hose for Every Service 


Compensated Belt. 


“2S 
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A COMPLETE 























ELECTRIC 
= TOOLS.. 


UK. Driver 

for driving screws 

to any pre-deter- 7 
mined tension. ‘Ys 


" i 










URA %” Drill 
UCH Nut Setter 

with the famous Full ball bearing 
THOR KICK-OUT construction. 


Attachment. 


See 















UKS Tapper with 
Mechanical Revers- : y 
ing feature, / 


v60 Grinder. A 
powerful production 
machine, 





R. J. Tricon of New Orleans, and head of 
the company bearing his name, sells only 
six lines, all in the power transmission field. 
He employs an engineer to advise indus- 
trial plants on the proper application of 
products and finds that this is a big help in 
building up confidence and closing order. 





New Somers, Fitler and Todd 
Salesmen 

A new city salesman, C. Paul 
Coggins, has been added to the force 
of the Somers, Fitler and Todd Com- 
pany, Pittsburgh. 

Mr. Coggins graduated from Cor- 
nell University in 1918 and for the 
past eleven years has been assistant 
superintendent of the North Side 
Plant of the Standard Sanitary 
Manufacturing Company. 

x *x x 

























edesigned, built and priced 
to enable the distributor 


to build a Profitable and Per- 
manent Electric Tool Business 


Now, more than ever before, it is essential for the Distributor to represent sound, 
progressive manufacturers—manufacturers whose products and integrity are 
firmly and unquestionably established. 


The THOR Agency offers the Distributor an opportunity to make his Electric 
Tool Department a REAL profit producer. Every THOR TOOL is designed and 
built to create customer satisfaction and gain repeat business. 


With the THOR Line, you can cover the entire range of industry, economically 
and efficiently. No matter what the job may be, the Distributor can always 
recommend the proper tool. This eliminates substituting unsatisfactory make- 
shifts and eventually losing, not only the order, but the customer’s confidence. 
For screw and nut driving work, THOR is a pioneer and has developed sizes and 
attachments not obtainable elsewhere. Power screw and nut driving is a fertile 
field, the surface of which has been barely scratched, and offers tremendous 
possibilities for the aggressive Distributor. 


Cash in on the popularity, performance and widespread use of THOR ELECTRIC 
TOOLS. Let us send you complete details of our proposition, together with our 
new Jobbers Catalog. Your request will involve no obligation. 


INDEPENDENT PNEUMATIC TOOL CO. 
604 West Jackson Boulevard, Chicago, Illinois 











| New Line for Penn General 
|  Dalite rust remover and rust ar- 
rester are now being sold by the Penn 
General Supply Company, Pitts- 
| burgh, Pennsylvania. 
| * *« * 
Three New Lines for Roby 
Products of the Marietta Paint 
and Color Company, roofing and roof 
coating manufactured by the National 
| Manufacturing Corporation and 
Rubberset brushes are now being 
distributed by the Sidney B. Roby 
Company, Rochester, New York. 





Fittings are stored in this convenient way 

by Root Neal and Company, Buffalo. 

When a bin is empty, a new barrel is 

hoisted to its place by means of a chain 
hoist. 
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WHY DO SO MANY OF THE JOBBERS 


CUSTOMERS SPECIFY | p . 1 v 
STAR was. 


quiry 
G 


Every day jobbers receive inquiries for nuts and bolts with the Upson 
product definitely specified. There is a reason for this. 





Over a long period of years Upson has been recognized as a leading 
} jobbers’ source. Customers have learned that they can depend upon 
Upson products. They appreciate the quality in every item that bears 
the Upson name. The natural consequence is that they specify Upson 
even when ordering from the jobber. 


If you handle nuts, bolts, rivets and kindred items, you can reap the 
benefits of the hard work put into establishing this trade name of Upson 
by carrying these products in stock and supplying them to all your trade 
—by giving to every customer the same degree of protection and economy 
that is now enjoyed only by those who specifically order it. 





And don’t forget—your own good will is built up on the quality of the 
merchandise you sell. Let us quote on your next inquiry for stock. 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 


| special rivets of all kinds. Wire rope clips. Turn- ee ON. CN 10 tee Ste 
| eal item, Headed ond threcded produce WML Ag QDI SE 


for every use. Your specialties are our specialty. (ono en: Gt om Gay Wn au me me | 


CLEVELAND OHIO 











56 


MILL SUPPLIES 








"1. Sales Policy 
"9. Resale Policy 
‘3. FACTORY CO- 
OPERATION 
‘4, LOCAL PUBLICITY 
“5. Quality Product 


*See January 1933 issue 
**For later consideration 


Close 


Cooperation 
that INCREASES 
SALES 


“Cooperation—the act of working 
' together; concurrent effort." Web- 
ster's definition squares precisely 
with our idea of our obligation to 
you, our distributors. Trained fac- 
tory men help your men sell files, 
for you, and make them "file con- 
scious." 
We are not in The Saturday Eve- 
ning Post and don't expect to be. 
Our efforts are concentrated, local- 
ly, with you in direct mail, local 
publications, trade journals, etc., 
from which you personally profit. 
Write for complete details of our 
Distributor-Plan based on a 5-Point 
Policy that assures increased vol- 
ume at a Profit. 

















Superior 
Production 
Tools 





CLEVELAND FILE 


Company 
3400 Hamilton Ave., Cleveland, O. 





Association Activities 


Selective Distribution Defined 


The National Supply and Ma- 
chinery Distributors’ Association in 
| a recent bulletin, calls attention to 
the fact that the term “selective dis- 
tribution”, as it has been used by 
that organization, differs from “ex- 
clusive distribution.” 

Selective distribution, it points out, 
| is a plan of selling whereby a man- 
ufacturer is represented in a given 
territory by a limited number of dis- 
tributors in contra-distinction to the 
policy of selling the line through 
every distributor in the territory who 
| can be persuaded to stock it. 

Selective distribution does not ne- 
cessarily imply or require that ex- 
clusive representation be given a 
single distributor in a prescribed ter- 
ritory, although this policy can be 
adopted if it is considered advisable. 
The plan is simply one under which 
a manufacturer confines his distribu- 
tion to a limited or selected number 
of distributors whom he has a right 
| to expect to do a thorough merchan- 
| dising job. 

The National Association has been 
advocating for some months more 
general adoption of this policy on 
the part of manufacturers, as it is 
believed it will correct conditions 
which are often responsible for un- 
economical practices, such as the 
| overlapping of territory with the re- 
sultant duplication of sales effort 
which tends to intensify competitive 
conditions. 

In addition, it is believed that 
selective distribution will benefit the 
distributor by enabling him to se- 
cure increased volume and turnover, 
which will tend to make the line more 
attractive and profitable, minimizing 
selling expense and the small order 
problem with their high shipping and 
handling costs. 

Further, the adoption of such a 
policy will tend to help manufactur- 
ers with a distributor sales policy to 
secure good distribution outlets, thus 
reducing the number who will be 
| forced to sell direct in any given 
| territory. 











*x* * * 


| Manufacturer’s Salesmen’s 
Compensation 
A survey conducted by the Ameri- 
| can Supply and Machinery Manufac- 
turers’ Association, on the compensa- 





tion of salesmen, reveals many inter- 
esting facts. 

To the question—“Do you pay 
your salesmen salary, commission, 
salary and commission or bonus?” 
—the following answers were ob- 
tained : 


eee 9 
Salary and commission. . .7 
Commissions only ....... 7 
Salary and bonus........ 8 


Commission and bonus. . .3 

The second question asked—“If 
you pay a monthly salary, what is the 
average amount paid ?”—the average 
for all salesmen was $256.05. 

“What is average compensation per 
year of your class A_ salesmen, 
city and out of town?”’—elicited an 
average compensation for city sales- 
men of $3,508.40, and for out of 
town salesmen of $3,403.84. 

City salesmen were found to cost 
their companies 6.573% of gross 
sales, while the cost of out of town 


men average 10.41%. 
* * * 


National Working on Plan to 
Supplement “Creed” 

As a part of its campaign to im- 
prove distributor-manufacturer rela- 
tions, the National Supply and Ma- 
chinery Distributors’ Association is 
now working on a plan to supple- 
ment its recently issued ‘“Distribu- 
tors’ Creed” with a special report 
embodying the views of manufactur- 





Mie. 
A Couch and Heyle salesman and proud 


of it. Business in Peoria, Illinois, can’t 
be so bad if J. F. Bennett’s smile can be 
used as evidence. 
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-.+ CARRY WATER) 
ON BOTH SHOULDERS ¢ 


HE CAN AND WILL unless distributors co- 
operate and answer that question with a re- 


sounding “NO.” 
Distributors are thoroughly fortified to back 


up a strong position on that question and de- 
mand full protection from every source of 


supply with which any of them do business. 


They are essential to the economics of distri- 
bution. They render the services upon which 
industry greatly depends. They are the shock 
troops of industrial progress. 





THE REPUBLIC RUBBER CO. 


There is no reason why distributors should 
spend their energies in handling emergency 
needs and sacrifice the more profitable sales to 
manufacturers. If they are to come through 
when help is sorely needed—this service must 
be recompensed by orders that are not tied 
down by limited time delivery and other re- 
stricting factors. Are distributors only to serve 
when the patient is dying and the doctor must 
come with a rush? 


We urge that distributors put their strength to 
test and tell manufacturers “either we get full 
protection, full cooperation and 100% support 
or we don’t play ball.” 


This organization believes in that kind of a 
distributor policy. We would no more think 
of competing with one of our distributors on 
an order for mechanical rubber products than 
we would of damaging the machinery in our 
plant. Our policy is as strong a foundation of 


our success as our physical facilities. 


The answer is as clear as crystal. Lend your 
support to a firm like Republic that has com- 
plete confidence in the ability of distributors 
to do as good a job as any manufacturer who 


would sell direct. 
& * 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 





REPUBLIC—THE DISTRIBUTORS’ CHAMPION 
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Fig. 120F, suitable for all 
clean liquids. In wide demand 
for general service in factories 
and industry in general. Lifts 
vertically 25 feet, and f 
elevation of 150 feet. 


——= SALESMEN— 
Specialize on Roper Rotary 
Gear Pumps 


FOR GENERAL USE engineer. 


‘orces an 











They’re NOT hard to sell 


You don’t have to be an 


Technical education is not necessary. 
All you have to do is to keep your eyes open to 
the hundreds of opportunities for sales in your 
territory—and follow through aggressively. Our 
Rotary Pump Catalog is a fountain of informa- 
tion, simply presented and definitely helpful. In 
the rare cases where it is necessary, Roper engi- 
neering and sales assistance is at your immediate 
call. Here is a line that will return you a real 
profit on every sale. 
Roper Rotary Gear Pumps are ideal for the dis- 


Ask us to tell you why 


= 





FOR HEAVY LIQUIDS 


Fig. 3447—a belt-driven, 
steam-jacketed pump for 
transferring thick, viscous 
liquids, such as asphaltum, tar, 
molasses, ete., also to agitate 
asphalt cement, unload bitum- 
inous materials from tank cars 
and transfer heavy flux oils in 
cold weather. 


tributor’s salesman to sell. 


GEO. D. ROPER CORPORATION 


460 Blackhawk Ave. 


Rockford 

























and-- 
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Here’s an item 
that closes 


BELTS 




















NEW 


A SALES opener and atten- 
tion getter for jaded sales. 


Show the NEW type "V" 
Safety Belt Lacer which will 
efficiently lace any width belt 
up to 6 inches. 


The additional 2-inch capacity 
extends the usefulness of this 
type lacer, 50%. 


The jaw faces are unique in 
design to contact the hooks 
only, thus assuring more effi- 
cient results in lacing without 
injuring the belt fibres due to 
unusual pressure. 


The Type “V" Safety Belt Hook 
Lacer can be conveniently used 
in any ordinary bench vise. 


To retail at $3.50. 


Write us and we will send you 
complete details by return 
mail. 


NEW 





$3.50 


$3.50 











SAFETY BELT-LACER CO. 


TOLEDO - 


- OHIO 














| 
| 





ers as to what distributors can do 
to help them maintain policies that 
are satisfying and acceptable. 

The “Distributors’ Creed”, issued 
about six weeks ago, contained a 
symposium of the views of distribu- 
tors—both members and non-mem- 
bers of the Association—in all sec- 
tions of the country as to what they 
regarded as desirable features in 
manufacturers’ selling policies. It 
was promulgated for the purpose of 
informing manufacturers as to how 
they could cooperate more intelli- 
gently with distributors everywhere 
in placing the distribution of their 
lines on a Satisfactory basis. 

At the time the “Creed” was is- 
sued, the Association stated that it 
believed that the relations between 
distributors and manufacturers were 
reciprocal, and that distributors 
would likewise do much to improve 
conditions if they adopted policies 
insuring loyalty to manufacturers 
who were willing to work with them. 

With this thought in mind, the 
Association has now set out to find 
just what manufacturers expect their 
distributors to do to aid them in 
carrying forward policies which are 
adopted in the interest of the distrib- 
utor. A representative group of man- 


| ufacturers, whose policies are stated 


to be favorable to the distributor, 
have been asked for their views on 
the type of distributor cooperation 
they consider most valuable. 
* * * 
Overhead Expense Report 

“At no time in recent years,” states 
George A. Fernley, secretary-treas- 
urers of the National Supply and 








Frank Viola, of the Marine Specialty and 

Mill Supply Company, New Orleans, tells 

us that for many years he has been giving 

special attention to industrial accounts with 

the result that 90% of his sales now come 

from this field. He still covers the marine 
field, however. 
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Machinery Distributors’ Association, 
“has accurate information regarding 
overhead expenses been more impor- 
tant. Distributors everywhere are 
endeavoring to operate with the 
greatest economy and efficiency. A 
dependable guide or measuring stick 
is essential and is particularly valu- 
able when it is based on the actual 
performance of others. 

“In order to supply members of 
our Association with such a gage, 
we are already working on the com- 
pilation of our overhead expense re- 
port for 1932, and because we be- 
lieve it will be received with more 
than usual interest we hope to issue 
it earlier than in past years. Our in- 
quiry forms were placed in the mail 
several weeks ago and returns are 
already coming in. We are hopeful 
that every member of our Associa- 
tion will cooperate with us this year 
as our final report is widely regarded 
as one of the most important docu- 
ments issued by the Association and 
the figures it contains as authorita- 
tive.” 








A. C. Vaughan and C. V. Pattison of 
the W. M. Pattison Supply Company, 
Cleveland, discuss the merits of pipe han- 
dled by that organization. Pattison is said 
to be one of the largest distributors of pipe 
in the mill supply field. The intelligent 
effort put behind its sales by executives 
and salesmen alike probably accounts for 
this reputation. 





heaton from Readers 


Buy American 

The “Buy American” campaign 
seems to elicit either violent likes or 
dislikes. Mitt Suppiies has quoted 
from time to time the views of cer- 
tain of its readers who feel that the 
movement is one which will surely 
help American business to recovery. 
Here is still another. 

J. A. Naylor, assistant manager, 
J. M. Tull Rubber and Supply Com- 
pany, Atlanta, Georgia, writes, “We 
notice in the current issue of Mitt 
Supptigs that you are sponsoring a 


'BITS and 


ARMSTRONG 


HIGH SPEED 
BLADES 


—now ofa 
New Steel that 
outcuts other 


High Speed Steels 


—~ a superior to ordinary Ratchet Drills 
High Speed Steels that are sold “O” Clamps 


High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARNSTHCNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 








ARMSTRONG 


Tool Holders 


by the pound, ARMSTRONG 
HIGH SPEED Bits and Blades have 
been made still better—will now per- 
mit the machining of from 25 to 100 
more feet per minute and reduce the 
stops for re-grinding materially. 
Made of a new and special steel, care- 
fully heat treated, hardened and tem- 
pered .... cut to size and ready to 


Pipe Wrenches and Tongs 
Supply Hove fa 

grind, ARMSTRONG HIGH SPEED 

Bits and Blades are strictly speaking 

fine tools in the rough. They come in sizes and shapes for all 

ARMSTRONG TOOL HOLDERS and are preferred wherever 


metal is machined. 


Substantial as may have been your business in ARMSTRONG 
HIGH SPEED Steel heretofore it will be increased with the 
introduction of these new Bits and Blades. 





Wherever a wheel is turning bits are being used up, are being 
bought. There is high grade tool bit business to be had today, 
and the new ARMSTRONG Bits and Blades are most certain to 
get it and at a profit to you. 


When your customers ask for ARMSTRONG Tool Bits and 


Blades they expect you to furnish them ARMSTRONG HIGH 
SPEED Steel and not an inferior substitute. 







Write for detailed information 


ARMSTRONG BROS. TOOL CO. 


‘The Tool Holder People’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 
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TOOLS 


that speed up installations 
and 


BOOST 
DISTRIBUTOR SALES 





IMPERIAL 
TUBE CUTTER 





A mighty efficient tool for cutting copper, 
brass, block tin and lead tubing. Takes 
all sizes of tubing from 3/16” to %” 
and makes a right-angle cut quickly and 
cleanly, leaving no burrs or chips to clog 


the line. Cuts tubing in half the time 
required by old methods. 


IMPERIAL 
TUBE BENDER 


=» 
' *\ amcniieeiianineana 


\ 


Tubing can be quickly bent by hand into 
any desired shape without collapsing the 
tube when the Imperial Tube Bender is 
used. A set of six benders is furnished 
for %4”, 5/16”, 3%”, 7/16” %” and 
™%” tubing sizes. 


IMPERIAL 
FLARING TOOL 








Makes the proper flare 

and taper to tubing needed 

for making up tight joints. Is simple to 
operate and does the work in the mini- 
mum amount of time. No loose dies or 
vise necessary. No. 93-F takes 3/16”, 
%,”", 5/16”, %”, 7/16” and %”. No. 
95-F takes 4”, 5/16”, 34”, 1%” and %”. 


Like other Imperial products, these three 
important tools provide wide and profit- 
able sales opportunities for the distribu- 
tor, especially to the refrigeration, indus- 
trial and automotive trade. We also make 
a complete line of fittings and valves for 
these trades. We will supply complete 
information at your request. Why not 
write today? 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 


.. . ee 








|campaign to purchase American 
|goods. We are attaching a letter re- | 
'cently mailed to our customers which | 
‘may prove of some assistance to 
| you.” } 
| The letter follows, in part, “A| 
| very commendable movement has re- | 
‘cently gotten under way—Buy Amer- | 
ican made goods. The market is| 
| glutted with all kinds of foreign mer- | 

from trinkets to heavy | 


| 
| 
| 





| chandise, 
|machinery. By the purchase of such | 
| material you jeopardize the well-be- 
|ing of American workmen, the bene- 
| fit going to foreign countries, many 
|of which have defaulted their debts | 
|to us. We are proud to represent | 
| leading American manufacturers and | 
herewith state our policy to buy and 
sell American made goods only. No| 
| importations.” 
On the other side of the fence, | 
| here comes a letter from L. G. Isaac- | 
|son, out in Aberdeen, Washington, | 
| which says, “There is now a modest | 
|resumption of logging. The lumber | 


per ee 
|mills have inquiries and a_ small | 


| amount of orders are booked. But if 
“Buy American” is allowed to go on | 
|it will retard the return of prosper- | 
ity. We cannot become prosperous | 
‘unless we deal with all civilized na- | 
| tions.” | 
| So you “pays your money and takes | 
_your choice.” Murti Suppiies would | 
like to get the views of more of its) 
readers on this question. 


* * * 


Professorial Recognition | 

A letter from John H. Frederick, | 
Assistant Professor of Commerce, 
the Wharton School of Finance and 
Commerce, University of Pennsyl- 
vania, writes, “I am gathering mate- | 
rial to be used in our marketing 
course to make it cover industrial | 
marketing more fully than it now | 
'does. I feel that too much emphasis | 
‘has been placed on what might be| 
|termed consumer marketing and not | 
|enough on the other equally impor- | 
‘tant branch. In this connection [| 
| would like very much to have copies 
‘of the forms illustrted on pages four | 
‘and five of Mitt Supptiss for De-| 
icember. One of my first steps in| 
| gathering material on industrial mar- 
‘keting was to go through back files | 
‘of Mitt Suppvies and to subscribe | 
‘to the current volume Pes 
| This letter, like many others re-| 
‘ceived from prominent university | 
officials, bears out the oft-repeated | 
istatement that industrial marketing | 


| in strength. 


| with: 


REX 
Z-METAL 
Will Open 
Doors That 
Are Closed 





With Rex Z-Metal, you will 
be in position to go after 
every chain replacement sale 
in your area. 

Rex Z-Metal Chain is 
much stronger, much more 
resistant to corrosion, abra- 
sion and pounding than the 
malleable chains which it 
replaces on the same 
sprockets. It exceeds normal 
grades of carbon cast steel 


Every chain buyer in your 
territory will be eager to see 
Rex Z-Metal Chain—eager 
to hear about it. 


Wherever there is trouble 


1. Loads exceeding the 
yield point of malleable 
chain, causing stretching. 

2. Rapid abrasive wear of 
malleable chain. 

3. Failure due to corrosion 
or a combination of corro- 
sion and abrasion. 


Rex Z-Metal will usually 
solve the problem. 

You are offered here arare 
opportunity — an opportu- 
nity of the sort that comes 
once in a lifetime—some- 
thing so infinitely new and 
better that it will enable 
you to break into estab- 
lished business and establish 
this business for yourself. 
Write today for the com- 
plete plan of the Chain Belt 
Company on Rex Z-Metal 
Chain. 


CHAIN BELT COMPANY 


1622 WEST BRUCE STREET, MILWAUKEE 


REX CHAIN 


Bearings, Belt Idlers, Buckets, Castings, Construc- 
tion Machinery, Conveyors, Set Collars, 
Sprockets, Take-Ups 
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is going to come in for increased at- 
tention in the future. 

The forms mentioned were MILL 
SuP PLIES’ market determination 
charts, which have been recognized 
as an outstanding step in putting the 
distribution of industrial supplies and 
equipment on a more efficient basis. 

a 


Thanks, Walter 

Another letter which makes easier 
the task of compiling interesting data 
for the consumption of distributors 
and their salesmen, comes from Walter 
Ethier, of the Western Iron Stores 
Company, Milwaukee. It follows, in 
part, “I admit that I perhaps glance 
over many other periodicals, picking 
a subject here and there that might 
appeal, but when it comes to MILL 
Supp_iEs, I read it from cover to 
cover simply because it seems to be 
made up of material that applies to 
our own business.” 

* 2 * 


Rubber Belt Article 


A letter from W. Warr, mechan- 
ical engineer, The Manhattan Rubber 
Manufacturing Division, Raybestos- 
Manhattan, Incorporated, in com- 
menting on the article on flat rubber 
belting, which appeared in the Jan- 
uary issue, says, “ ... The way the 
material is briefly arranged consti- 
tutes a novel, attractive and also en- 
couraging method of presenting the 
subject to anyone who might be in- 
terested in belt sales facts. Not only 
does the article tell about applications 
of rubber belting, but it also shows 
them in cuts that are recognized at 
once by those familiar with the use 
of rubber belting. The article sug- 
gests prospects and it aids and stimu- 


lates the searcher for business. It is | 


sure to be a helpful reminder to 
salesmen and distributors. . . . Under 
pointers, we would suggest ‘Sell end- 
less belts whenever possible’ and 
‘Avoid dressings—use vegetable cas- 
tor oil only.’ ” 

These comments are very helpful 
and it is hoped that others interested 
in this subject will pass their ideas 
along to the readers of Mitt Sup- 
PLIES. <= « 


Correction 
In a news item appearing in the 
lebruary issue, the location of the 
R. C. Duncan Company was given 
as Duluth. This company is located 
in Minneapolis. 























Don't wait for business 
—Start Something 









REMEMBER 
MILWAUKEE 
MEANS 
BRUSH EXCELLENCE 


Kh Secon? 


MILWAUKEE SRUSH MFT co-- 
f 1 ' ' 


Piva \ 


That's the advice we are giving our friends and we are 
practicing it ourselves. 


We have all reduced operating expenses. Now we 


need more sales and profits. 


We have faith in American industry and in the dis- 
tributor who supplies industry with its daily needs. That 
is why we are advertising to distributors. 


With increased activity in mills, mines, factories, foun- 
dries and shops, you will be rewarded for having carried 
on during a trying period. 


A necessary part of your stock will be a well made line 
of industrial brushes and brooms, that will meet every 
need of your trade. 


Such a line is the MILWAUKEE—backed by a plant 
devoted exclusively to the manufacture of brushes and 
brooms. Not only do we make standard goods for all 
the trades and industries, but we make brushes of special 
design to meet unusual requirements. 


MILWAUKEE Brushes and Brooms are of standardized 
quality built for dependable service. 


Write for our complete catalog and let it 
help you in planning your sales campaign 
on brushes and brooms. 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


2212-2236 N. 30TH STREET 


MILWAUKEE 
WISCONSIN 




















Manufacturers [ell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











Herb Coats New Stanley 
Representative 

Herb Coats, formerly associated 
with the Black and Decker Manu- 
facturing Company and with the Van 
Dorn Electric Tool Company, has 
been appointed Pacific Coast repre- 
sentative for the Stanley Electric 
Tool Company. His headquarters 
will be at 576 Monadnock Building, 
San Francisco, California. 

“Ts 
Twentieth Anniversary for Good- 
year Mechanical Department 

The mechanical goods department 
of the Goodyear Tire and Rubber 
Company, which was organized in a 
modest way in February, 1913, has 
just observed its twentieth anni- 
versary. 

Belting, hose and molded articles 
comprised the chief output of the de- 
partment following its organization 
but it now manufactures in the 
neighborhood of 10,000 different 


sizes, combinations and styles of 
products, 

Belting of every description, to- 
gether with garden, fire, steam and 
air hose, form a sizeable percentage 
of the department’s output. How- 
ever, the following are a few of the 
wide variety of items which are also 
included in the department’s activi- 
ties: printing press rollers and blank- 
ets, rubber bands, wringer rolls, en- 
gravers’ gums, automobile floor mats, 
automobile accessories, asbestos sheet 
packing and rubber sheet packing. 

| 


R. D. Black New Black and 
Decker Sales Manager 


Announcement has been made by 
S. Duncan Black, president of the 
Black and Decker Manufacturing 
Company, Towson, Maryland, of the 
appointment of Robert D. Black to 
the position of sales manager. 

Mr. Black has a background of 
shop experience plus years as a sales- 





Old timers in the mechanical goods department of the Goodyear Tire and Rubber 
Company discuss problems of earlier years as the department observes its twentieth 
anniversary. Left to right: W. C. Winings, manager of the department; D. R. Burr, 
consultant; H. E. Campbell, division superintendent; H. E. Morse, manager mechanical 
goods development; and William Metzler, consulting engineer. 
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man and branch manager of sales in 
the Pennsylvania territory. He also 
has served as advertising and sales 
promotion manager, which positions 
gave him a comprehensive picture of 
his company’s marketing and mer- 
chandising problems from a national 
and international viewpoint. 

At present, Mr. Black is touring 
the country putting on a series of 
distributor meetings featuring a new 
talking motion picture entitled “Shoot- 
ing for Profits.” 

a. 


Eibell Leaves Worthington 

F. C. Eibell, who for the past four 
years has been manager of the ad- 
vertising and publicity department of 
the Worthington Pump and Machin- 
ery Corporation, has resigned. No 
announcement has been made con- 
cerning his future plans. 

* * * 


Oster Celebrates Fortieth 
Anniversary 

Last month marked the fortieth 
anniversary of the founding of The 
Oster Manufacturing Company, 
Cleveland, Ohio, manufacturers of 
pipe and bolt threading equipment, 
and the third of its merger with the 
Williams Tool Corporation of Erie, 
Pennsylvania. 

The occasion was celebrated at a 
modest gathering of officers and em- 
ployees at the home of Arthur S. 
Gould, secretary of the two com- 
panies. 

The combined companies possess 
more than seventy years’ experience 
and service in the manufacture of 
equipment used in the threading and 
cutting of pipe and bolts, by industry 
as a whole, an asset of which they 
are very proud. 

Although the individual corporate 
names, The Oster Manufacturing 
Company and Williams Tool Corpo- 
ration will not lose their identity, a 
new letterhead has been designed, and 
the combination will henceforth be 
known as Oster-Williams, Cleveland, 
Ohio. 
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IT SELLS 


. . » because 
it is the 
LOWEST 


PRICED 
portable 


electric 
hand saw 


@This new, light Model “W” SKILSAW 
is the handiest saw you ever saw saw! 
It eats up the work and has so many 
uses in maintenance, shipping room, 
and general work that practically every- 
body you call on is a prospect. 


@SKILSAW Model “W” weighs only 8 
lbs. Has 1/3 H. P. Universal motor. 
Standard SKILSAW quality (that’s the 
best there is) ... cuts up to 1%” deep 
—has safety guard and momentary 
safety switch. 


@ DEMONSTRATE IT! Progressive job- 
bers’ salesmen demonstrate “Model W” 
on every call . . . and they are selling 
them NOW, because our price is the 
lowest ever offered for a portable elec- 
tric saw of any kind! 


Write us for our distributor’s 
proposition . . . and remember, 
this tool has no competition. 


SKILSAW, INC. 
3344 Elston Ave., Chicago, Ill. 


RY GURY: 


















Edward P. Connell 


| 


Edward P. Connell New Vice- | 
President of Falk Corporation | 
Edward P. Connell has just been | 
appointed a vice-president of the Falk 
Corporation, Milwaukee, Wisconsin. 
A native of Marquette, Michigan, | 
Mr. Connell went to Milwaukee in| 
1913 and has been with the Falk Cor- | 
poration ever since. He was appoint- | 
ed comptroller in 1924, which office 
he will retain in connection with his | 








| *x* * * 


| Prank Willard Completes Fifty 


new appointment. 


_ Years with Graton and Knight 

| Frank H. Willard, president and 
general manager of the Graton and 
Knight Company, Worcester, Massa- 
| chusetts, has completed 50 years with 
\that organization. Starting as an 
|errand boy, being promoted to gen- 
| eral superintendent, to assistant gen- 
‘eral manager, to general manager 
| during the war period and finally to 
| the presidency, Mr. Willard’s service 
has been characterized by a capacity | 
for hard, conscientious work and a 
high sense of duty. 

An editorial in the Worcester Tele- 
gram points out the fact that not only 
has Mr. Willard been an outstand- 
ing success in business, but he has 
carried the characteristics which 
made for this success into outside 
activities. His constructive contribu- 
tions to the welfare of New England 
and Worcester have been character- 
ized as those of a man who always 
gave the best that was in him to any 























accepted task. 





Distributors — 


We are in a position to sup- 
ply your customers’ require- 
ments promptly. You will be 
satisfied with our service and 
quality of product and will be 
enabled to make a satisfactory 
profit on your sales. 
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Cap Screws 
Set Screws 
Wood Screws 
Machine Screws 
Alloy Screws 
Bolts and Nuts 
(also Dardelet self locking 
screw thread Rivet Bolts 
and Cap Screws) 


Large and complete stocks carried 
at the factory. 


Our cartons are extra strong. 











Correspondence and contact is 
invited with distributors. 





Rockford 


Screw Products Co. 
Railroad Avenue at Ninth Street, 
Rockford, Ill. 
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@ New Uses for the New Hand-ee 


Grinder 


Herewith are shown 
some of the many new 
uses Mill Supply 
Salesmen are finding 
for the new Hand-ee 


Grinder, 


Works on A.C. or 


D.C, 110 v~. 


R.P.M. 


*& URVED surfaces 

and brittle ma- 
terials are easily 
marked 


Below, touching up 
a heavy forging die. 
This work often done 
right on the job. 


10,000 


@ABOYE. touching 

up a rubber 

mould. Note the shape 
of grinding wheel. 


Left, cutting an oil 
groove in a bearing. 


Below, speeding up 
wood carving with 
cutter in place of a 
grinding wheel shape. 


M. C. Tool Div. 
Chicago Wheel 
and Mfg. Co. 


112 S. Aberdeen St. 
Chicago, Ill. 


100 SHAPES AVAILABLE 


Ih Lehb sr Lib 6 ooAouer al 
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from STOCK 


Orders for Floats can be filled quick- 
ly from our large stock of Copper 
Ball Floats, from 4” to 12” diam- 
eter, for open tank and 25, 50, 100. 
and 150 Ibs. pressure. Always specify | 
pressure and spud connection when | 
ordering. 


HARRIS FLOATS 
include every type of metal float for | 
power and industrial use. They may 


be had in copper, steel, stainless steel, |} 


aluminum, Monel metal, nickel, tin | 
and galvanized iron. Harris Floats | 
are standard equipment with many | 
leading manufacturers. 


ARTHUR HARRIS & CO. 


210-218 N. Curtis St., Chicago, mi. | 


| 
| 
| 
} 
| 








the time of each sales- 
man’s call .. 


CUT 


CUT 
CUT 


his cost per call. 


much of his useless 
“clerical” work and 
the non-essentials 
from his “post-mor- 
tem” reports... 


ADD to the number of each 


salesman’s calls. 


ADD to his average of con- 
tacting hours... 


ADD to your own profits. 
HOW ? Write us for de- 


tails of our General Service 
Plan “B” which will cost you 
only $15.00 per month if ac- 
cepted — otherwise, no obliga- 
tion. 


FRANK S. CRONK 


AND ASSOCIATES 

INDUSTRIAL DISTRIBUTOR 

ADVERTISING EXCLUSIVELY 
—SINCE 1906 


1987 BROADWAY 
DENVER, COLORADO 








Harry G. Nye Dead 
Harry G. Nye, president of The 
Nye Tool and Machine Works, Chi- 
cago, manufacturers of pipe tools, 
died in that city on February 8, at 
| the age of 60. 





Mr. Nye, with a very small amount 
of capital, commenced business in 
1904, incorporating under the present 
name in 1906. His first efforts were 
confined principally to the production 
of pipe dies. Later the line was 
expanded to include a complete line 
of plumbers’ hand tools and power 
threading and cutting equipment. 

Mr. Nye was always very enthusi- 
astic and active in the sales end of 
the business, spending a great deal 
of time on the road. In fact, two or 
three days prior to his passing away, 
he had completed a trip through 
Missouri calling on all the distribut- 
ors of the line. 

* * * 


Share-the-W ork Plan Makes Jobs 
at Goodrich 
| The operation of the inter Share- 
| the-Work plan in the Akron factories 
of The B. F. Goodrich Company 
since October 1 has resulted in the 
retention or the recall of approxi- 
mately 500 workers, according to 
| T. G. Graham, vice-president. 
“Since Goodrich began its general 
| program of spreading work through- 
| out the entire organization, it is esti- 
| mated that on present weekly sched- 
| ules, a total of 4,000 have been held 


| in employment,” Mr. Graham said. 
* * x 





Dardelet Licenses Russell, 
Burdsall and Ward 
The Russell, Burdsall and Ward 
Bolt and Nut Company of Port Ches- 
| ter, New York, has been licensed by 
_ the Dardelet Threadlock Corporation 
| to manufacture and sell “Rivet- 
| Bolts” and other bolts and nuts with 
| the Dardelet Self-locking thread. 
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Leather Belting Association to 
Issue Transmission Study 

A series of 50 weekly reports, 
which will cover the transmission of 
mechanical power from electric 
motor to driven load by belting and 
by other means, has’been prepared by 
Robert W. Drake, electrical engineer, 
and will be distributed under the 
sponsorship of the American Leather 
Belting Association. 

The reports are written for mill- 
wrights, maintenance men and execu- 
tives in plants and for those en- 
gaged in the distribution of me- 
chanical and electrical power trans- 
mission equipment. 

In addition to the written reports, 
the Association is also sponsoring 
school type meetings conducted by 
Mr. Drake. Meetings of this type 
were held in New York, Chicago, 
Boston and Philadelphia during the 
last month. A report from the Asso- 
ciation indicates that further groups 
are in the process of organization in 
Buffalo, Atlanta, Houston, Memphis, 
Toronto and many other cities. 

x * 


Wheelbarrow Simplification 
Reduces Sizes by 78% 
The simplified practice recommen- 
dation on wheelbarrows, R 105-32, 


which was proposed and developed | 


by the industry, has been instru- 
mental in reducing the number of 
styles of this commodity from 125 to 
27, or approximately 78%. 


The majority of producers of 


wheelbarrows who have accepted the | 


recommendation have expressed their 
intention to extend their present 
methods of identifying the simplified 
lines by including statements on cat- 
alogs and other trade literature, ac- 
cording to an announcement by the 
division of simplified practice of the 
Bureau of Standards, 

ae 


Coppus Representative Adds 
New Line 
H. M. Gassman, Birmingham, Ala- 
bama, for many years sales represent- 
ative for Coppus blowers and steam 
turbines in the Alabama territory, has 
recently been appointed sales repre- 


sentative in that district for Coppus- | 


Annis dry-type air filters, according 
to a report received from the Coppus 


Engineering Corporation, Worcester, | 


Massachusetts. 


| WW 
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Salesmen?! 
Use These Powerful 
Selling Points to 
Build Sales 
and Satisfied 






Points of 
Preference 


1. Renewable Steel 
"Se" Customers. 
Handle. 

3. Solid underportion. 

* Ppower ‘in paiva Remember 

5. Castings of al PARKER ARE THE ONLY 
| 6. Handy anvil. y VISES THAT GIVE YOU 

7. Full sized nut THESE SELLING POINTS 
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MANY 
A DISTRIBUTOR 
CAN PAT HIMSELF 
ON THE BACK 


for sticking to those 
steady Trimo profits 


Loox over the actual figures on 

jour pipe wrench business and 
you'll see why so many Trimo dis- 
tributors are patting themselves on 
the back for sticking to their pro- 
fits and making pipe wrenches pay 
their way. 


In good times or bad, you can make 
money by selling reliable, trade- 
marked tools — tools like Trimo, 
that maintain their unquestioned 
quality leadership and continue to 
sell on a quality basis. There’s the 
quality in every Trimo wrench to 
give extra value to your customer 
and still allow a fair profit for you. 


Stick to Trimo....it has meant 
good business for nearly 50 years. 


TRIMO 


TRIMO 


Pipe Wrench 





Made by Trimont Mfg. Co., Inc. 
Roxbury (Boston), Mass. 








Group of distributors assembled in Chicago for conference with Alexander Brothers 
officials on merchandising problems connected with the distribution of Alexander Broth- 
ers’ line. Front row, left to right: Ben Hannsen, Louis Hanssen’s Sons, Davenport, Iowa; 
Sam Clark, Samuel Harris and Company, Chicago; R. M. Pindell, president; Alexander 
Brothers; A. E. Klinger, South Bend Supply Company, South Bend, Indiana. Middle 
row: Frank Strocharck, Louis Hanssen’s Sons; Waldo Hanssen, Louis Hanssen’s Sons; 
E. E. Stvan, Strong, Carlisle and Hammond Company, Cleveland; H. A. Bruner, Globe 
Machinery and Supply Company, Des Moines, Iowa; Hank Watson, Alexander Brothers, 
Chicago. Rear row: Leonard Heath, Great Lakes Supply Company, Chicago; George 
Bockstahler, Indianapolis Belting and Supply Company, Indianapolis; R. C. Duncan, 
R. C. Duncan and Company, Minneapolis; Joe Loughead, Joseph E. Loughead Com- 
pany, Kalamazoo, Michigan; and George Edwards, Alexander Brothers, Chicago. 











Skilsaw Reduces Prices 

New methods and high speed oper- 
ations have enabled Skilsaw, Incor- 
porated, to produce their line of 
portable electric tools at a much lower 
price, according to an announcement 
by Bolton Sullivan, vice-president. 

The new Model W portable saw is 
priced at $39.50. The Model J has 
been reduced from $78.00 to $60.00. 
The heavy duty belt sander now sells 
for $78.00 instead of $95.00. Similar 
reductions have been made all along 
the line. 

A new 1933 catalog, illustrating 
and describing the entire line, will 
be ready for distribution about 
March 10. 

a 

1931 Sales of Textile Belting 

According to preliminary tabula- 
tion made by the Bureau of the 
Census of the data collected for the 
new Census of Manufactures, the 
sales of textile belting, transmission 
conveyor and other types, amounted 
to $1,861,095 in 1931, as compared 
with $3,665,679 in 1929, the last pre- 
vious Census year. 

Of this total $566,696 represented 
sales of transmission belt and $320,- 
779 conveyor belting. 


J. D. Wallace Issues Product 
Application Chart 

J. D. Wallace and Company, 
manufacturers of small machine 
tools, has compiled a very complete 
product application chart which 
shows not only which of its products 
can be sold to each of 70 customer 
classifications but also the use to 
which these products are put by the 
customers checked. 

Prospects are rated good and fair. 
The chart gives a very clear picture 
of the manufacturer’s products and 
should be of considerable value to 
distributors handling the line. 

Se 
Goodrich Advertising Reprints 
Available 

A thirty-page booklet containing 
reprints of its mechanical goods ad- 
vertising during the last quarter of 
this year has just been published by 
The B. F. Goodrich Rubber Com- 
pany, Akron, Ohio. 

Subjects of advertising reprints in- 
clude statements of company policy, 
belting and hose, air hose, printers’ 
rollers, Vulcalock process of bonding 
rubber to metal, Triflex tank lining 
for pickling tanks, gasoline hose, cut- 
less bearings, and paper mill rolls. 
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Dominating 


the Field 


THE NEW 


BADGER 
CAR MOVER 


and 


THE ADVANCE 
SAFETY CAR WRENCH 


It's always easier to sell 
something of outstanding 
merit—possessed of an un- 
contestable record for eco- 
nomical service well known to 
buyers everywhere. It is that 
kind of a record that is defi- 
nitely helping distributors to 
sell The New Badger and The 
Advance. Write today for full 
details of our distributor 
proposition. 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co., Welland, Ontario, Canada 
CS oo ln NIRS 

















Noise Eliminator 
The use of rubber to eliminate 
noise has long been common practice, 
but here is a new one. A %-inch 
hydraulic pipe in one of the buildings 
of The B. F. Goodrich Rubber Com- 
pany, Akron, Ohio, developed a 


noisy water-hammer due to fluctuat- | 


ing pressure. No remedy could be 
found until an engineer substituted a 
piece of 34-inch hose for a section of 
the pipe. 
once, 

* * x 


Huge Milwaukee Tank Com- 

pletely Arc Welded 

A 6,000,000 gallon water storage 
tank, said to be the largest tank ever 
constructed, has just been completed 
in Milwaukee, Wisconsin. Not a sin- 
gle rivet was used in the construc- 
tion of the entire shell, all plates be- 
ing joined by arc welding. 

The tank is the first step in the de- 
velopment of the Menominee Valley 
Booster Station project undertaken 
by the city of Milwaukee to supply 
sufficient water pressure to cover 
peak load conditions in the western 
and south-western areas of the cities 
and suburbs. 

The bottom row of sheets, which 
were welded inside and out to the 
floor plates, consisted of plates 
1,*;-inches thick. Each succeeding 
row was slightly thinner, the top 
layer being sheets 12-inch thick. The 
entire shell is self supporting. Height 
is slightly over 57-feet. Over 700- 
tons of steel were welded together 


to complete this huge structure. 
 / 


New Package for Marvel Blades | 


} of our largest companies, conmented on the fact that 


Marvel metal-cutting band saw 
blades, manufactured by the Arm- 
strong-Blum Manufacturing Com- 
pany, Chicago, are now being packed 
in individual cardboard boxes for 
convenience in handling and stocking 
by distributors. The size and type 
is clearly indicated on the outside of 


each box. 
* ok * 


New Republic Pipe Bulletin 


A new bulletin issued by the Re- | 


This ended the trouble at 








public Steel Corporation describes | 


Republic electric weld pipe and points 
out its fitness for all well drilling 
jobs. In addition to descriptive mat- 
ter, tables showing sizes and list 
prices for merchant casing, drive pipe 
and couplings are given. 





“Our Catalog Brought Our 
Firm More Business” 





What do the buyers in your territory think 
about your catalog? We have reproduced 
Mr, Campbell’s letter below in which he 
quotes a large industrial buyer’s opinion of 
their new catalog. Multiply this by 1,000 or 
2,000 accounts and you have the reason why 
up-to-date catalog representation pays. 


or ae ee ee oe ee 


OF had — 1 oe 
HARDWARE 


oor 


108-110 Piney Avenue SouTn 
Searrie. Waen 





JOBBERS OF FINE 
TOOLS AND INDUSTRIAL SUPPLIES 
ESTABLIGHED 1890 


March 6, 1932 


Cuneo Catalog Service Co. 
22na-Canal-Grove Jtreets 
Chicag, Illinois 


attention: Paul J, Weinberg 


Gentlemen: 


We are in receipt of your letter of February 
25th and copy of J. Be Pergrin's letter of February 
19th. The writer appreciates very much receiving a 
copy of these expressions. 


It has been a great deal of pleasure to us 
all to receive the many compliments which we are 
receiving daily on our catalog; in fact, we believe 
sufficient time has now elapsed so that we may consider 
the remarks coming from purchasing agents who received 
their books three or four months ago as being sincere. 


One of Seattle's outstanding buyers, of one 


qur_catalog hed brought our Pirm more business, and in 
commenting on the Catalog itself, remarked, you mow 
what Walter Winohell says, "reach for a CAMPBELL 
(CATALOG) instead”. 


Reciprocating your kind regards, we are 
Yours very truly, 


CAMPBELL HARDWARB COMPANY 


The Cuneo Organization Offers :— 


(1) Sales producing catalogs at most rea- 
sonable costs. 


(2) Thousands of pages in individual units. 


(3) Artisans of many years of experience in 
merchandising and compiling mill sup- 
ply and hardware lines, 


(4) Minimum of effort on your part. 


(5) The resources and facilities of one of 
the world’s largest printers. 


Cuneo Catalog Service Co. 
Twenty-Second : : Canal : : Grove Sts. 
CHICAGO 








68 MILL SUPPLIES 











Discount Chart 

A handy, sliding-scale chart which 
| supplies at a glance the total discount 
| for several different groups of multi- 
|ple discounts has just been issued 
by the Victor Balata and Textile 
Belting Company, Easton, Pennsyl- 
vania. This scale should be useful to 
distributors’ salesmen and in pur- 
|chasing and accounting departments. 
== 96 






STARTS 
QUICKLY 


with full cutting stroke 
at any angle! 


MILFORD 
DUPLEX 


Pat. U.S. A. 





Deming Centrifugal Pump 
Booklet 

The Deming Company, Salem, 
Ohio, recently issued a new eight- 
page booklet describing its single 
stage, double suction, centrifugal 
pumps. Details of construction, sizes 
and capacities, characteristic curve 
‘and pictures illustrating its use in 
|various industries are included in 
| very readable style. 
FINE TEETH on forward end of blade | 77 


ae Pomme oon rs “ati on New Adjustable Clamp Catalog 

The Adjustable Clamp Company, 
| Chicago, has just issued a new 20- 
| page catalog describing and illustrat- 
|ing its line of hand-screws, steel bar 
‘clamps, wood bar clamps, carriage 
|clamps, machinists’ clamps and car- 
| penters’ clamps. 

Among the new items shown are 
two types of steel bar clamps, styles 
'430 and 450. Both the Jorgenson 
|and Pony steel bar clamps are now 
| painted in brilliant orange and black. 
* * 


| 
| 
| 
| 
| 


is the remarkable new 
blade unsurpassed in quality, yet 
costing no more than the 
ordinary blade! 





| 
We help you sell with a sound wide- | 
spread merchandising campaign 








Fine Teeth Start Cat Like 
Feed Screw of Auger Bit 


_ New Worthington Publications 
| The Worthington Pump and Ma- 
'chinery Corporation has recently re- 
| leased catalogs and bulletins concern- 
ing the following products and sub- 
|jects: 12 to 36-inch single stage 
volute centrifugal pumps, designed 
5, No scraping to be-| especially for irrigation, drainage, 

~~ sewage, storm water and condenser 
circulating service; three bulletins on 
| horizontal power pumps; and three 
bulletins on vertical triplex power 
pumps. 








Fine Teeth Spot Cut at Exact Mark— 
Will Not Slip Off Cutting Line 


7 OUTSTANDING FEATURES 


1 Starts cut at any 
. 


4 Reduces cutting 
angle. - 


time, 
2 Teeth will not 

- catch in corners. 
3 Starts quickly with 
we a fall cutting 


6 Will not slip off 
stroke. ss 


cutting line. 


7. Distributes wear full length of blade. 





* * * 


errr? Wood Shovel Circulars 
MA 3 LFOR D | New circulars issued by The 
| Wood Shovel and Tool Company 
‘illustrate and describe: steel ‘“D” 
D UP Lex | handles ; taper-turned, socket shoulder 
ge : ; | shovels; aluminum alloy shovels and 
ee oe SS ee scraps; and “Arrow Point” shovels, 


Also MILFLEX DUPLEX | ‘ 
|which are of round point pattern 
The HENRY G. THOMPSON & SON CO. | with a much sharper entering point 


Est. 1876 New Haven, Conn. | 


‘than is usual. 








Temperature Regulator Data and 
Price Book 
The Atlas Valve Company, New- 
ark, New Jersey, manufacturer of 
regulator valves for every service, 
has issued a temperature regulator 
data and price book pertaining to 
Victor self-contained vapor types of 
temperature regulators for liquids. 
Four types of regulators are fea- 
tured. In addition to describing the 
temperature regulators themselves, 
considerable space is devoted to illus- 
trations of actual applications to fuel 
oil control, desuperheating and con- 
trolling the temperature of liquids 
under various conditions 
* * * 


Goodrich Catalog Insert 

Rubber pulley lagging increases 
the coefficient of friction between a 
rubber belt and a dry pulley face 
about 20% and is particularly recom- 
mended for drive pulleys on belt con- 
veyors and bucket elevators to im- 
prove pulley grip and prevent slip- 
ping, declares a two-page insert for 
its mechanical goods catalog just is- 
sued by The B. F. Goodrich Rubber 
Company, Akron, Ohio. Directions 
for applying are given. The insert 
also discusses elevator bucket washers. 

a 


Linde Publication Points Out 
Welding Markets 

The February issue of Oxy-Acety- 
lene Tips, published by The Linde 
Air Products Company, describes 
several unusual instances where oxy- 
acetylene welding has made possible 
economical repairs which might other- 
wise have been terrifically expensive. 

A new heating plant, in which all 
piping is welded, is described. Suc- 
cessful welding in the following cases 
is explained: high speed pump re- 
pairs, anchor bolt repairs, hard-sur- 
facing coal bits, cement kiln bearing 
block repairs and high temperature 
steam piping. 

* * 


Hand-ee Grinder Catalog 

A new catalog, describing the 
Hand-ee grinder, its applications and 
the various sizes and shapes of 
grinding wheels available to use with 
it, has been issued by the Chicago 
Wheel and Manufacturing Company, 
Chicago. 

Applications include both indus- 
trial and household uses. Wheels 
are shown and priced separately and 
in selected sets of the popular sizes. 
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Dixon Valve Issues Booklet on 
Couplings 

The Dixon Valve and Coupling 
Company, Philadelphia, has just is- 
sued an eight-page publication de- 
scribing and illustrating their line of 
hose couplings for general heavy 
duty work. 

The text covers high pressure 
air and steam hose couplings, 
air-hammer couplings, quick-acting 
couplings, hose menders and nipples, 
hand clamps, tank car connections, 
still hose couplings, ordinary shank 
couplings, spray hose couplings and 
a complete line of couplings for high 
pressure discharge and suction hose. 

+s 4 


South Bend Catalog 


A new 72-page catalog, number 93, 
illustrates and describes the entire 
line of the South Bend Lathe 
Works, South Bend, Indiana. Al- 
together, 96 sizes and types of lathes 
are shown. In addition to the regu- 
lar line of lathes for the machine 
shop and maintenance departments, 
there are special tool room lathes, 
gap bed lathes, brake drum lathes 
and metric lathes. 

Attachments illustrated include: 
grinders, milling and keyway cutters, 
draw-in collet chucks, undercutters, 
connecting rod boring attachments, 
driving dogs, reamers, arbors, man- 
drels and tools. 

* * * 


Correction 


In the February issue, a new head- | 
stock chuck for lathes, manufactured | 


by the Jacobs Manufacturing Com- 
pany, Hartford, Connecticut, was 


described as having a capacity from | 
4 inch to % inch. Capacity for this | 


chuck is % inch to % inch. 


* 


Jest Between Us Salesmen 
(Continued from page 30) 


for us by circulating the proper liter- | 
ature. If we don’t do our part, we | 
have to be personally responsible for | 
our showing and believe me we need | 
all the help we can get right now to | 
grab off the profitable business that | 


is available. 


Just a few tips that I’ve found | 


work out in selling before putting my 
pen away until next month. 

We must analyze. We must spe- 
cialize. We must carry samples. 
Maybe not to the extent our cartoon- 














CHECK THEM— 
USE THEM- 


Dart Facts for Distributors 


| GUARANTEED—IF A DART UNION LEAKS 

\ THROUGH DEFECTIVE MATERIAL OR 
WORKMANSHIP YOUR CUSTOMER GETS 
TWO NEW ONES FREE. 


/'WE FURNISH A FREE SAMPLE TO 
Y ANYONE WHO WILL TEST IT. 


¥ DEMAND HAS BEEN CREATED. 
| 
¥ ASSURED UNIFORM QUALITY. 
¥ NATIONALLY ADVERTISED. 





The DART Bronze 
to Bronze principle 
is two bronze seats, 
ball joint properly 
ground in, with 
high grade malle- 
able iron pipe ends 
and nut which as- 
sures longer and 
better wear. 


TEES—UNIONS—ELLS—SCREWED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. 1. 






= 
BRONZE-TO-BRONZE 
@ 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 





=" 








An Old Broom Sweeps Clean 
— if it is a Capital “Red Cap” Broom 


You expect a new broom to sweep clean, but 
the real test is what a broom will do after 
months of hard use. 


Only the best materials that the world's markets 
afford are used in CAPITAL Brooms and Brushes. 
Bass, bamboo, fibre, hair, corn and other ma- 
terials are made into brushing tools that our 42 
years’ experience has taught us are most suitable 
for American industrial plants. 


And for almost as many years have mill supply 
houses been selling Capital Brooms and Brushes 
because from the first our policy has been to 
sell through distributors. 

lf Capital Brooms and Brushes are not in your 
stock now, write for catalog and other informa- 
tion that you ought to have. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


126 Brush St., 
INDIANAPOLIS 


Pega 


Serer 
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NOW You Can Have 
a really GOOD Lathe 
to sell for $79.00 


To replace heavy, expensive equip- 
ment... . to do light lathe work 
with power economy... . for the 
garage and machine shop with 
plenty of small lathe jobs. ... In 
all these places the Atlas will pay 
for itself very quickly. 





Complete, as illustrated, less mo- 
tor, $79.00. 18” between centers, 
also larger sizes. Six speeds. Cuts 
standard threads from 4 to 72 per 
inch. A quality lathe in every way. 
Satisfaction or money back guar- 
antee. 2 weeks’ trial. Easy terms. 


P ATLAS LATHE 
9” Screw Cutting 








Write for full details 


ATLAS PRESS COMPANY 
1840 Pitcher Street, Kalamazoo, Mich. 














One Geol "ae 
Sells Another 








MARVEL High Speed Edge 
HACK SAW 
BLADES 


are bringing better and | 
better returns to users | 
everywhere. That's one | 
good reason why the 
calls on dealers for 
these blades are 
increasin - 
It pays the dea 
ers to have them 
on their shelves, 
also MARVEL 
HOLE SAWS as 
well. 

Both saws have 
high speed steel 
teeth welded to 
an alloy steel 
unbreakable 
body. 


Your stock is not complete without Marvels. Let 
us send you a tryout order. 


Armstrong - Blum Mfg. Co. 
he Hack Saw People’’ 
353 N. Francisco Avenue 
CHICAGO, U.S. A. 
AAAAAAAAAAAAAAAAAAAAAAAAAAS 





ist friend depicts, but we ought to 
carry something along with us on 
every trip. Times are not going to 
get good until they first get better. 
And they are not going to be good 
until you, and I and every one of us 
salesmen make every minute count. 
Nix on the 8 to 9 morning “zero” 
hours and the 4:30 to 5:30 “sales re- 
sistance hours. Those are two hours 


| of every working day that should and 


must be used if we are going to hold 
our jobs and be able to buy shoes. 

We've got to stop this hoping and 
waiting for conditions to get better. 
They’re not going to get better until 
we make them so. Advertising and 
selling are going to play a big part in 
getting us back on solid earth again. 


| We can let the boss take care of the 


former, but it is up to us to take 
care of the latter. 

What an assignment, and, what an 
opportunity! Will we accept the 


| challenge and win, or curl up and ad- 
| mit we are only automatons, order- 


takers, alibi shooters? 








E. H. Anthony, Brown and Sharpe repre- 
sentative, and J. C. Mullen of the E. A. 
Kinsey Company, Cincinnati, set out in 
pursuit of an elusive order for cutters. 





Joint Merchandising Committee 
Activities 
(Continued from page 28) 
to maintain their own stocks of in- 
dustrial supplies. Valuable informa- 
tion has already been secured from 
Frank Parrish, supervisor of inven- 
tories, United States Steel Corpora- 
tion, and is released through the 





DISTRIBUTORS 


? 
? 





Are your belting sales lagging 

Is your belting department just mark- 
ing time 

Are your salesmen tired of the usual 
humdrum line of sales talk—compe- 
tition, price, etc. 

Do you want to put new life into your 
belting sales 

Would your salesmen welcome a new 
product with new ideas and new 
arguments—economy, low initial 


cost, low upkeep, satisfactory per- 
formance 


? 
? 








Here’s the 
7 nswer 


HETMACO, the new transmission belt, is in 
demand today by all industries. It is the 
economy belt that is wanted—that you can 
sell. Competition can be forgotten. It is in 
a class by itself. 

Then there are Malabar and the other Genu- 
ine Hettrick belts that make a complete line 
with which to meet ALL requirements for serv- 
ice and price. 

Write for samples and give this new idea 
serious thought. It may be just what's needed 
to hold your belting trade in line. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts., 


2 TOLEDO, OHIO * 











What A 

does not we Ca/2 
MOMWA, Att AMA 
OortMttuds 












These seemingly com- 
monplace items are 
great profit-builders for 
the mill supply distribu- 
tor and there is hardly 
an industrial that doesn’t 
buy these things in lots 
of a thousand to millions. 





Ottemiller makes a full Why not 

line of set screws, cap 

screws, coupling bolts use our 

and milled studs—thor- latest 

oughly good and depend- 

ably uniform. catalog? 
THE WM. H. 


OTTEMILLER 


COMPANY 
York, Pa. 
We also sell Dardelet Thread Screws 
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ATLAS 


will enable you to give your 
customers real satisfaction—at a profit to 
your own organization. 


Write us for our plan of distribution 


APPLETON 
CAR MOVER COMPANY 


Appleton 





SeVEINDUSTRY py, 





A century of dependable 
service to industry;an un- 
varying standard of qual- 
ity for the product; a 
clean cut dealer policy 
that “protects the dealer” 
—these are reasons why 
the Brown & Sharpe Line 
is a preferred line with 
Industrial Distributors. 


Brown & Sharpe Mfg. 








FCO, 








Lamp Guards 


that meet every requirement 


Here are three McGILL Guards that set the 
pace in their particular classifications. The 
No. 7000-MSR for all-around usefulness is 


hard to beat... The No. 3001 Safety Vapor- 
proof unit is ideal wherever gas or inflammable 
materials are used. 


y 


Pac SE 


MANUFACTURIN G CO. 


tf Quality 


courtesy of the American Iron and 
ERY, Steel Institute. 
Say | In his report, Mr. Parrish states 
in part: 
ATLAS “It is apparent that the cost of car- 
| rying doubtful materials in inventory, 
CH ALLENGES not counting market price changes, 
amounts to several times the bare cost 
any load, regardless of track conditions! | of the money tied up. 
oe ee fh “In the expense column, such items | 
signed with that uppermost in mind— as taxes, insurance, storage, extra | 
yet it is light enough to be easily handling and added accounting con- 
handled. | tribute to the burden, being about 
| equal to the interest charges. 

“In the depreciation column such 
pillagers as deterioration, obsoles- 
cence, shrinkage and uneconomical | 
use take their toll. | 

“The claim is made that the cost 
of carrying undesirable materials in | 
stock is as much as 30% per annum, 
10% of which represents expense and 
20% depreciation. 

“The Department of Commerce 
found the average cost of carrying 
supply stocks is 25% of their value, 
divided as follows: storage facilities 
4 of 1%, insurance % of 1%, taxes 

Wisconsin| 12 of 1%, transportation % of 1%, 
ere and distribution 244%, de- 
preciation 5%, interest 6%, and ob- 
solescence 10%. 

“These figures are for average 
warehouse stocks, including the desir- 
able, active items. They have been 
accepted by storekeeping experts and 
cannot, in our opinion, be disproved. 
In less active items, these expenses 
are higher, a conservative rate on de- 
preciation alone being 20%.” 

For use in his own organization, 
Mr. Parrish prepared a table showing 
the actual cost of carrying stocks 
which do not turn several times a 
year. This table which takes into ac- 
count all the expense items shows 
that merchandise worth $100 in stock 
one year costs $37.50 to carry, two 
years $84.40, three years $143, four 
years $216, and five years $310. 

These figures, compiled by Mr. 
Parrish, are admittedly conservative. 

The LOXON lamp guard at || 1m many plants the cost of maintain- 
ing supply stocks undoubtedly runs 


the lower left is saving thou- 
sands of dollars in factories 











thoougheout the country. considerably higher. Information of 
Why not check upon guard || this kind, properly used, should be a 
requirements in your field i 

I and sce the profite you ce, || Powerful sales weapon in the hands 
make with the McGILL || of distributors. 








line? Write for catalog. x * x 


New Facts Bulletins Are Out 
OPIES of JMC Facts Bulletins 
number two and three, which 

are based on the Parrish report of 
inventory costs, are out. Copies may 
be had free for the asking. 











Electrical Specialties 








Co., Providence, R. 





“WE PROTECT 
THE DEALER” 


_ 1933 








BROWN & SHARPE ay _ 
Providence, R. I., A. 


(BS 
Brown & Sharpe 
Tools 


*World’s Standard of Accuracy” 
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Ready 
for 
Distributors 
Soon! 


THE 
1933 EDITION 
MILL SUPPLIES 
CATALOG & DIRECTORY 











—a complete revision 
WwW 


Have you mailed 
your request for 
a copy? 


If not, send it 
today 


—and bring your- 

self up-to-date on 

important buying 
information. 


WwW 


MILL SUPPLIES 
CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference”’ 


520 N. Michigan Ave. 
CHICAGO, ILL. 
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